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The Credit World 
EDITORIAL 


ST. LOUIS 


“How wonderful, how true!” “What can be done?” ‘What we will do” to help each 
and everyone of yu—PERSEVERANCE (Richmond). 
St. Louis one of the grandest and most wonderful cities in the world—St. Louis made up 





with a foundation as solid as the Granite Mountains of New Hampshire—St. Louis the home 
of our distinguished president, Mr. D. J. Woodlock, whose mighty efforts have been felt na- 
tion-wide, and who is “throwing” pound upon pound of enthusiasm into our association. It is 
indeed marvelous what one can do when his heart is bent upon a certain “goal.” Men, 
mighty men, of this type are worth more than tons of precious gems. To my opinion this 
gentleman of “Lincoln” characteristics was put on earth as a leader, to carry us to victory 
and fame. “Eulogies?”’ No, sir—common facts delivered direct from the shoulder which should 
be deeply imprinted in the minds of every member of this association. ‘Great men” despise this 
flowery “stuff.” But not so when it comes from righteous sources. “Big men’”—lI don’t mean 
in avoirdupois but big in mind, character and thoughts, mentally big, morally big, generously 
big in heart, honesty and soul. Friends, all of these are contained in the especial poundage 
in the “make up” of D. J. Woodlock, St. Louis. Your secretary’s old home will always have 
in my heart, as in the days of twenty years ago, a soft spot, when the great credit managers of 
today were playfully spending their happy hours in the regions of Forest Park and Shaw’s Gar- 
den. Twenty long years in one’s life makes the change, the difference; changes the minds and 
hearts of young men into staid, sound, solid business machines. 

As the tires of an automobile show signs of wear from the constant daily strain, so it is 
with us as the days and days of deep effort make us old men when we should be but boys. 
When the tale is told after all “Jt is worth the game?” 

We will soon have a grand vacation. Each day as the sun rises over the housetops it 
brings us just that much nearer to the time when we will accept Duluth’s hospitality for a per- 
iod of three days—Aug. 18-19-20—the dates of our next national gathering. And if reports 
are any symbol of what is coming to us, then “lookout boys” for George Fairley certainly in- 
tends to do things up “brown.” 

The grand showing made in this our St. Louis number, by the many live wire “show me” 
members of the association is worthy of considerable flowery praise. But today am working 
on three numbers—May, June and July—and for that reason must save all of my strength, 
which will be equally distributed in the form of ginger. I wish to especially request that every 
reader of The Credit World give page two at least the “once over.” ‘This is most important. 
Note the class of men that the Retail Credit Men’s Association of St. Louis are honored with 
as their official family. 

Mr. Wm. Apel, the advertising hustler, is certainly worthy of more than honorable men- 
tion for his great achievement in securing most of the advertising for this issue. Advertising 
for us right now is surely an acceptable feature in our work, as the life of a magazine without 
ads will wither like a beautiful rose without water. Secretary Jones, yes sir, Noble R. Jones— 
the man whose duty it is to keep the “boys” in line—and believe me this is no small duty—in 
other words I mean “keeping peace” in the family. Mr. Jones, I thank you most sincerely for 
the efficient service and assistance rendered in the compiling of this issue. Last, but not least, 
notice what I have to say about our July issue. (Come now, boys, let’s one and all work shoul- 
der to shoulder and push our membership up a couple of thousand before we meet in Duluth. 

Fraternally, 
H. B. RicHMonp. 
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“THOUGHTS” 


By Davin J. Wooptock, 
National President 


I want to congratulate the Secretary and the 
Minneapolis, St. Paul and St. Louis Associa- 
tions on the last three issues of The Credit 
World. Each issue is coming nearer the ideal 
we had in view when we were elected officers. 
They demonstrate what can be done by united 
efforts. All we need now is a membership of 
10,000 and we will be in position to do the 
things that will make us the greatest retailers’ 
association in the world. 

If a few good, loyal, true workers can bring 
our magazine up to its present standard, think 
what we would do if we had a membership of 
10,000 and could afford to pay our secretary 
to devote his entire time to association affairs! 

We are now attracting national attention 
from retail business men who are seeking to 
correct credit evils and simplify credit work. 
They realize the value of an organization such 
as ours. They know that, no matter how 
brainy or wise their credit man may be, his 
eficiency will be increased if he is in constant 
touch with fellow-workers, striving to elimi- 
nate the dead-beat, to enact laws for the pro- 
tection of the credit grantor, to systematize 
office detail and improve collections. 

All over the country retailers are striving 
to improve credit extension by the installing 
of local exchange bureaus and forming of as- 
sociations among certain lines, such as coal 
men, laundry men, grocers, etc., so the time is 
opportune for us to convince these retailers that 
they are working along lines as varied as the 
colors in the rainbow. ‘The proper thing to 
do is to join our Association, all work along 
the same lines, having behind us the experience 
and co-operation of credit men from coast to 
coast. Only by united action can we hope to 
accomplish anything worth while. 

Members should have all out-of-town in- 
quiries regarding customers put on their desk, 
and with the reply ask if the person inquiring 
is a member of the Retail Credit Men’s Na- 
tional Association. I have personally secured 
a number of new members in this manner. 

In a recent issue of a national magazine a 
writer endeavored to prove that a credit man 
is either a gambler or a grouch. This is very 


unkind. Some of us may sit in a quiet game 
for a $0.25 limit once in a while, but we are 
not gamblers, and as for the grouch, when 
you consider what we have to contend with 
every day, it is a wonder we ever smile. But 
we expect to be abused, as every declined ac- 
count goes forth and immediately tells his 
friends what a mean class of men we are. 

The President would recommend that in 
cities where there are no local associations our 
members take it upon themselves to call a 
meeting of all the credit men of the town and 
form a local, as we find these locals are the 
backbone of our National Association, and if 
we had one in every city of any size our work 
of building our organization would be greatly 
assisted. 

Don’t forget to emphasize the word RE- 
TAIL in our name. Many persons confuse us 
with the JOBBERS’ or WHOLESALERS’ 
Association. By the way, this Association is 
now raising a fund of half a million dollars to 
use in fighting commercial frauds. They are 
doing things for the wholesalers, and we want 
to do just as much or more for the RET AIL- 
ERS. 

Get ready for the convention. Begin now. 
Duluth in mid-August is a delightful place. 
Every member is entitled to sit in the conven- 
tion and take part in the proceedings, so we 
hope a large number will arrange to take their 
vacations at that time. Go to Duluth. Take 
your wife and children. 

Our brothers in that city are making elab- 
orate preparations to entertain you; and our 
friends the Agency Men will be there the same 
week, so the trip will be worth a little effort 
on your part. 

If possible drop off for a few days at St. 
Paul and Minneapolis. There are a “live 


bunch” of credit men in these cities, who will 
be glad to see you. 


If every member got one new member’s ap- 
plication within the next thirty days, our mem- 
bership would be increased 100 per cent. 
Looks easy, don’t it? Go after that prospect 
you have in mind. We need the membership. 


— 
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Pertaining to Our July Number 


Rally Round Boys, Rally Round—Get Together— 
“Do It Now”—Richmond’s Ginger 


A voice is appealing to you “from away out on 
the Pacific Coast.” It is summoning you to final 
attack on the advertisers. Hypnotize them, para- 
lyze them, pacify them, or baptize them; I should 
worry. 


But get ’em—that’s all 
Just get ‘em! 


The July issue of The Credit World will be issued late in July and will be our con- 
vention number, it being decided to make this the last number of my administration, con- 
taining 200 pages, carrying 100 pages in advertising. Get it going now. Start at the task, 
show your loyalty, your enthusiasm, your true spirit of co-operation. This great book will 
be made up containing seven departments. Or, in other words, seven Credit Worlds in one, 
as follows rotation from front to back, according to size of association memberships: 
Department one, Los Angeles; department two, St. Louis; department three, Minneapolis; 
department four, St. Paul; department five, Duluth; department six, Nashville; department 
seven, for members in cities where we have no associations. 

The following is a plan which is working out very successfully here in Los Angeles: For 
the June issue a general rousing high-spirited enthusiastic meeting was held on the 20th of last 
month, at which time we started the ball a rolling by having ten pages of advertising con- 
tributed at our first meeting. I then suggested that we appoint committees which met with 
the general approval of the members present. ‘These committees were appointed as follows: 

Number one, literary committee for obtaining articles. 

Number two, advertising committee to work on securing advertising from the association’s 
members. 

Number three, advertising committee to work on banks and trust companies. 

Number four, advertising committee to work on national advertising. . 

The following is a set of letters that will be mailed one day apart by the different com- 
mittees and President Mesick to all members of the local association here. 

Now, dear officers of all associations, if you will follow up this idea in your own local 
associations we will secure 100 pages in advertising without a shadow of a doubt. It will 
put $1500 in our treasury from our July efforts and my year’s dream will be a REALITY 
and will then be content to rest in the fact that I have “delivered” to our association the 


best in me. Sincerely, 
H. B. RicHMonp. 
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Letter to Be Sent to Each Member by the 
President of the Local Association 


My Dear Sir: 

You have undoubtedly noticed the three 
last issues of The Credit World have been is- 
sued by associations in three different cities. 
The March issue by Minneapolis; the April 
issue by St. Paul; the May issue by St. Louis. 
The honorable President, Mr. D. J. Wood- 
lock, through the secretary, Mr. H. B. Rich- 
mond, has given us the honor of handling the 
June issue. 

It is my wish to tell you frankly just what 
is expected of us, with the expectation of hav- 
ing all the members of the local association 
come forward in that true Los Angeles spirit 
for which we are now world renowned, and 
to do this work better, greater and more co- 
operatively than has been done by previous 
associations. 

It is expected that we supply all the ma- 
terial, as well as secure the advertising for the 
June issue. If you have in mind anything that 
will make a good, readable article for this is- 
sue, please send it to some member of the 
“Committee upon Articles.” It is desired that 
all matter be original. While reprints are ac- 
ceptable, it would redound to the benefit of 
the association to have something never ap- 
pearing in print before. 

Advertising is needed. Note the other issues 
and see the results secured by other associa- 
tions. We must do better than they to make 
Los Angeles stand to the front in this as well 
as all the other things attempted by our good 
citizens. Much space has been contracted for 
at present, but I want to see every member 
come in with something in this line. The com- 
mittee upon advertising wants your assistance 
and I want to see you render it. 

Believing in the allegiance of each and all of 
our members to make of this June number one 
that will stand to the front as the best issue 
yet gotten out, and thanking you in advance 
for the co-operation I know you will lend to 
this effort, I am, 

With sincerity, 
President. 


Letter Addressed to Members of Local 
Association by National Secretary 

My Dear Sir: 

_ We are going after the Los Angeles Associa- 
tion for the purpose of getting the material for 
the June issue of The Credit World. To 
facilitate matters, and to take up as little of 
your time as possible ; to secure the results de- 


sired, letters were addressed you that you may 
see what is required of you, and we all hope 
for your hearty assistance. I promised the 
president of the association to eclipse any- 
thing that has yet appeared in the way of a 
number of the Credit World when the Los 
Angeles association received her chance to 
publish it. In order to uphold my statements, 
and at the same time render me that assistance 
so much required at this time, I hope you will 
give timely attention to the request of the two 
committee letters sent you. 

As a member you know the amount of time 
it has taken me to give attention to the duties 
of the association affairs. This has been done 
without a cent in the way of financial remun- 
eration.. It has been done willingly, conscien- 
tiously—all to the benefit of the association, 
and I hope you will so view it. 

The request for an article from the com- 
mittee upon articles, as well as the request 
from the committee upon advertising will be 
immediately given attention if you have that 
regard for me which I have so industriously 
tried to earn in the promotion of this associa- 
tion as well as to advance its previous high 
standard. ‘Trusting your generous response, 
I am, 

Very sincerely, 
H. B. RicuHmonp, Secretary. 


Letter Sent by Committee Upon Advertis- 
ing to Members of Local 
Associations 

Dear Brother Member: 

Another of those committee memberships 
has been given to the undersigned, and we 
are going to ask you to help us, help us quick, 
so we will have the job done up in short order, 
and also to do the thing absolutely right. If 
any of this committee were to call upon you 
personally the time to go over all matters in 
detail, besides the shop talk we would indulge 
in would consume so much of our time, not 
to say anything of yours, that we decided to 
take up our work by correspondence, thinking 
it would meet with the same generous response 
as if we were to call personally. 

We, the undersigned, are the members of 
the “Committee upon Advertising.” ‘That is, 
we hold this membership for the time of issu- 
ing the June number of the Credit World. 

Each member is expected to assist us by tak- 
ing some of the advertising space of this issue. 
An advertising contract is enclosed, from 
which you will see that space for this issue, 
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costs as follows: Full page, $25.00; half page, 
$12.50; quarter page, $6.50; eighth page, 
$3.25. Take what space you feel justified in, 
believing the issue will benefit you by benefit- 
ting the city, as one who does things right 
when he starts to do a thing. 

Please return the contract to one of the un- 
dersigned members of this committee promptly 
as possible, advising at the same time who 
should be seen to secure copy. 

We want to thank you for the advantage 
you are taking of this opportunity, as we trust 
you will so be pleased to consider it, and beg 
to be, Fraternally, 

CoMMITTEE UPON ADVERTISING, 


Member 


Letter Addressed to Each Member of 
Your Local Association by the 
Literary Committee 

My Dear Sir: 

What have you to print that will interest 
the members of the Retail Credit Men’s Na- 
tional Association ? 

Los Angeles, with its more than a hundred 
members in the local association has the task 
of furnishing the material for the June issue. 
We want each member to give us a crisp, 
newsy, ideal, jocular, humorous, pathetic, hon- 
est, scientific, statistical or any other kind of 
article that will pass muster before the critical 
eyes of the editor in chief of The Credit 
World, Mr. H. B. Richmond. 

Everybody should join in this movement, as 
it will do considerable to make the lot, as well 
as the administration of Mr. Richmond as 
national secretary, more popular at the next 
convention. 

If he were to claim compensation for the 
time given the association, it would amount to 
many times more than even the most gener- 
ous member of the association has given. 

Write and send your article to one of the 
members of the committee as appearing below. 
DO IT NOW. 

Your immediate attention is appreciated. 

Most respectfully, 
LITERARY COMMITTEE, 


Member 


MR. ROSENFELD AT LOS ANGELES 


The secretary desires the members of the 
association to know that he recently enjoyed a 
very pleasant three hours visit with Mr. Sam- 
uel Rosenfeld, a member of the St. Louis asso- 
ciation, who recently passed through the gate- 
way of California, Los Angeles, as a special 
representative of the State of Missouri at the 
World’s Fairs at San Francisco and San Diego. 

Mr. Rosenfeld, who is affectionately known 
as the father of the National association, spoke 
in great praise of this association, and was 
greatly enthused at the future prospects of our 
growth and the good results possible through 
the association. 

It should be considered a great honor to 
have such a man as Mr. Rosenfeld a member 
of the association, as he is one of the most esti- 
mable citizens of Missouri as is evidenced by 
his appointment to the representative position 
referred to. 

We hope to have Mr. Rosenfeld present at 
the annual convention, as his ideas are well 
worthy of serious consideration. In St. Louis 
the estimation of his ability has no bounds, 
which bespeaks conscientiousness and mastery 
of tasks ordinarily considered impossible. 





MR. CYRUS P. BARNUM CALLS 
UPON SECRETARY 


A recent visit of Mr. Cyrus P. Barnum, 
chairman of the Board of Council, is pleasantly 
recalled by the secretary. Unfortunately Mr. 
Barnum was compelled to visit the coast upon 
other than a trip of pleasure, but I am glad 
to state that the success of his experience was 
manifested in his statement that he was thank- 
ful of the opportunity to see California, as he 
would in all probability be here again sooner 
than had he not had this trip forced upon him. 





It’s nice to be good to others, and 





oftentimes self - sacrifice will make 





you a hero. But in August, along 
about the 18th, be good to yourself 
and attend the National Convention 
at Duluth. Dates 18-19-20 August. 
Get busy. Make you plans. A good 


time is guaranteed. 
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ST. LOUIS 


SOME INTERESTING FACTS ABOUT THE FOURTH CITY 
OF THE UNITED STATES 


St. Louis, the fourth city in the United 
States of North America as to both commerce 
and population, is enclosed, with its suburbs, 
between three rivers—the wide Miississippi, 
the sullen Missouri and the rapid Meramec. 
There are seven hundred and fifty thousand 
people in the city proper, and about three hun- 
dred thousand more in its suburbs. The city 
fronts on the Mississippi River for nineteen 
miles, north and south, and extends back from 
the river westward six and one-half miles. 
Just above the city on the north is the mouth 
of the Missouri River, and just below the city 
on the south is Jefferson Barracks, one of the 
most important military posts in the West. On 
the west, beyond this boundary, as far as 
twenty miles from the river, are beautiful sub- 
urban villages linked to the city by trolley and 
steam roads. On the eastern side of the river 
are East St. Louis, Granite City, Venice and 
Madison, which keep two hundred thousand 
people busy, and four huge steel railway and 
vehicle bridges, and many railway and passen- 
ger ferries connect this mass of industry with 
the city. High grain elevators pierce the sky- 
line along the levee on both sides of the river. 
For twenty miles north and south of the city, 
up and down the great river, are scattered 
either in smaller towns or in comfortable isola- 
tion, the homes of people of the city, some in 
beautiful situation on high bluffs, some in pic- 
turesque woods on the shore, reminding one 
very much of some parts of the Hudson. 
Steamboats carrying freight and passengers, 
and powerful tugs towing deeply laden barges, 
pass, going toward New Orleans and St. Paul. 
Like the spokes of a wheel, twenty-seven rail- 
ways enter the city and carry its products to 
the thirty million people who have their homes 
within a radius of five hundred miles. 

WELL-PAVED STREETS 

St. Louis covers sixty-two and one-half 
square miles. The town rises from its river 
front on a series of undulating terraces. More 
than six hundred miles of the thousand miles 
of streets of the city are well paved, those in 
the business district (which is a rectangle of 
one mile along the river and three miles back 
from it) with granite, and those in the dwell- 
ing parts of the city with asphalt, brick and 
creosoted wood block. Many of the downtown 
granite streets are surfaced with asphalt to do 
away with the noise. 


HOME LIFE OF ST. LOUIS 
It is very easy for one to find a comfortable 
home in St. Louis. Rents are much lower than 
they are in the more congested cities. The 
man of family here with a modest income may 
rent a house with a pretty yard around it, 
where his children may play, very reasonably ; 
or, if he prefers, he may rent a flat in a pleas- 
ant part of the city on good terms. He can 
do still better by going into the suburbs, if he 
is willing to give the time that is needed for 
the travel to and from his business, and, in 
fact, a large part of the population of St. Louis 
lives in the suburban towns. All of these pleas- 
ant little towns surrounding St. Louis (Web- 
ster, Kirkwood, Old Orchard, Jennings, Clay- 
ton and Ferguson) will, within the next few 
years, be a part of the great city, and will be 
provided for in one ample sewer and water 
system. Even now plans are being made to 
connect them with the business part of St. 
Louis by elevated roads and subways. 
THE PLEASANT CLIMATE 
There is little difference, it appears from 
weather bureau comparisons, between the cli- 
mate of the principal cities of the United 
States, and the little difference that there is 
favors St. Louis. On an average it is warmer 
in winter in St. Louis and cooler in summer 
than it is in either Philadelphia, New York or 
Chicago, and the humidity, in the summer es- 
pecially, is less. ‘There are only four months 
of the year when the most luxurious St. Louis 
people leave the city, as a rule—July and Au- 
gust and February and March. The most 
beautiful months of the year in St. Louis are 
from September to February and from April 
to July, and even the St. Louis people who 
are travelers prefer to spend this time in their 
own city. 
COMFORTABLE DWELLINGS 
Transportation is altogether by trolley lines, 
of which there are 350 miles in the city and 
100 miles more connecting suburban towns. 
These cars run fast, and the clerk, mechanic 
or laborer can afford to live ten miles from his 
business, on the edge of the city where land is 
cheap, or even outside of the city. This is 
why there is little of the squalor in St. Louis 
that is found in other very large cities. There 
are tenement houses for the very poor, but 
no slums. The richer a St. Louis man gets, 
the farther from the river he moves; and when 
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he feels able to spend two hundred thousand 
dollars on a house, keep an automobile and live 
three months of the year in Europe, he builds 
a beautiful home in one of the charming 
“places” in the western part of the town, 
where he has privacy, plenty of room, and 
neighbors as wealthy as he. Yet even this 
most expensive land (of such great area is St. 
Louis) is not so costly as the best dwelling 
property in other large cities. 
SCHOOLS AND LIBRARIES 

The excellence of the public school system of 
St. Louis is generally admitted. The first 
kindergarten and the first manual training 
school in the United States were established in 
St. Louis, and their methods have been univer- 
sally copied. The system has been placed by 
public sentiment, helped by the law, absolutely 
beyond the reach of partisan politics. The re- 
sult is good teaching. A compulsory education 
law is in force and the books are free. 

Washington University and St. Louis Uni- 
versity are widely known, and their degree 
men are doing scholarly work all over the 
world. Their two medical schools have a very 
high reputation, and many pupils of the School 
of Fine Arts of Washington University are 
famous not only in this country but abroad. 
Aside from this standard of scholarship, the 
St. Louis University has a special reputation 
as the most eminent training school for the 
Jesuit priesthood of the United States. 

St. Louis is well equipped with libraries. 
The free public library is the model for many 
cities, and so many of its pupils have been 
chosen, from time to time, to manage libraries 
elsewhere, often in the East, and the influence 
of its methods is widespread. 

MUSIC, ART AND THE THEATERS 

In the fall and winter the theaters, the 
Symphony Orchestra, the Metropolitan Opera 
concerts, and the innumerable other music af- 
fairs entertain St. Louis; and in the summer 
there are the garden theaters (a dozen very 
good ones), where one may hear light opera, 
laugh at vaudeville, see stock companies of the 
first class, and enjoy the well-equipped swim- 
ming pools; or, one may take a steamboat or 
a steam car, or a trolley car, or a motor car, 
and spend the time at any one of twenty sub- 
urban resorts on one of the rivers, where it is 
cool and away from the crowds. 

The Museum of Fine Arts is open all the 
year round. The statues and pictures are worth 
seeing, even by those whose eyes have been 
accustomed to the Louvre. The Botanical 
Garden is famous. ‘The score of parks are 
well kept, and three parks—Forest Park, Tow- 





er Grove Park and O’Fallon Park—are great 
and beautiful, especially the first two, on which 
the city spends money lavishly. The many 
public playgrounds are also well worth seeing. 


A RICH CITY 

The property of St. Louis, as it is assessed 
by the tax gatherer, is worth more than 
$1,000,000,000.00. About $13,000,000.00 of 
the revenue from taxation is spent in main- 
taining the city government, carrying on its 
business, building and lighting its streets, erect- 
ing public buildings, and extending its sewer 
system and water works. 

The affairs of the city are conducted hon- 
estly and prudently by its financial officers, 
and each year there is a saving over expense 
from the income. Naturally St. Louis bonds 
are at a very high premium, both among St. 
Louis investors and abroad. 


PURE WATER 

St. Louis’ great system of water works is 
self-supporting, and every now and then this 
revenue becomes large enough to enable the 
city to lower the price of water to consumers, 
as not long ago it did to manufacturers. Near- 
ly one hundred million gallons of water a day 
is used. All of it is filtered to clearness and 
purity by a process which is the admiration of 
experts. 


MANUFACTURING AND COMMERCE 

The material prosperity of St. Louis has 
made the city the home of writers, painters 
and musicians that it is. The first and the last 
word of every great city in the United States, 
or anywhere else in the world, for that matter, 
is commerce. ‘Those who affect to sneer at 
commerce forget that without the wealth, com- 
fort and luxury that come to a city through 
successful commerce, there can be neither the 
arts nor the sciences. 

Some of the business figures of St. Louis, 
presented here merely in outline, are most in- 
teresting and informing. Last year the 3200 
factories of St. Louis, big and little, employed 
130,000 people and paid them $90,000,000.00, 
making goods which sold for more than half a 
billion dollars. Factories employing 6000 
more people, with payrolls of $3,000,000.00, 
began operating in St. Louis in 1913. 

The bank clearings of St. Louis last year 
were more than $4,000,000,000.00; their de- 
posits were $324,000,000.00. 

Five and a half million dollars was paid by 
the people into the St. Louis postoffice for 
postage. 

Fifty-seven million tons of merchandise were 
shipped out of the city and into it. 
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In many lines of manufacture St. Louis ex- 
cels any city in the world. One of these lines 
is shoes. Last year St. Louis sold more than 
$70,000,000.00 worth of shoes, more than 
$50,000,000.00 worth of the goods being made 
by the St. Louis factories. : 

’ Other excelling lines of industry are drugs, 
the manufacture of railway and street cars, 
stoves, tobacco, beer, white lead, paints and 
oils, chemicals, perfumery and soap, furniture, 
agricultural implements, automobiles, steel, 
iron, clothing and woodenware. Its great dry 
goods and hardware business is famous. Its 
lumber business, with $70,000,000.00 of cap- 
ital invested, stretches its arms into every great 
forest in the country and into every growing 
city. 

St. Louis is noted for its great manufac- 
tories of boilers and engines, especially the new 
Diesel oil engines, machinery of all kinds, and 
its manufactures include electrical machinery 
and apparatus for every use. 

The grain and flour market of St. Louis is 
famous all over the world. 

St. Louis is the greatest primary fur mar- 
ket in the world, and has just become the cen- 
ter of the seal fur business, the North Ameri- 
can Government having just ordered its Alas- 
ka seal furs to be auctioned in the St. Louis 
market every year. 


There are great tea and coffee houses. Meat 
packing is an industry of great importance, 
and the livestock and horse and mule market 
represent great capital. 


St. Louis is a distinguished market for glass, 
glassware, roofing glass and window glass of 
all kinds. 

A striking incident of the St. Louis market 
is that St. Louis was called on by the govern- 
ment to furnish to the Panama Canal builders 
the great fire clay pipes of all kinds, and the 
paints; and a great part of the enormous gates 
for the locks of the Gatun dam were made by 
the St. Louis foundries. 


The center of population of the United 
States is now in Indiana, 180 miles east of St. 
Louis, and is moving west so fast that in ten 
years it will be in the district of St. Louis. 

The power for manufacturing is very cheap. 
There are inexhaustible coal beds near the city, 
and so coal is cheaper in St. Louis for manu- 
facturing than in any other city of the United 
States. Moreover, a large dam has just been 
built at Keokuk, across the Mississippi River, 
above the city, which is sending hydro-electric 
power to the factories of St. Louis and to op- 
erate its street cars. 


THE EXPORTS OF ST. LOUIS 

The manufacturers of St. Louis are now 
developing their foreign trade. It amounts at 
present to about $50,000,000.00 a year. Some 
of these goods go to the Philippines, to Europe 
and to Asia, but the bulk of them are sold in 
South America, Mexico and Central America. 

St. Louis is anxious to establish most friend- 
ly and closer trade relations with South Amer- 
ica and with Central America. Here are the 
things which St. Louis manufactures and is 
now exporting to Latin America, and which 
they are advertising in the newspapers of South 
America, Mexico and Central America: 

Wire rope and cables, tinware, motor cars 
and trucks, bicycles and motorcycles, buttons 
and insignia, boots and shoes, beds, coal, meats, 
beer, sash, doors and blinds, engines and ma- 
chinery, especially electrical machinery and ap- 
pliances of all kinds; leather, stoves of all 
kinds, hardware, car brakes and wheels, mil- 
linery, clothing, stationery and printing, trade 
papers, brick of all kinds, paper boxes, lumber, 
cobblers’ repair machines, lead products, iron 
ware, rubber and leather belts, compressed air 
machines, vacuum cleaners, boilers and safety 
appliances, lasts, dies and patterns for shoe- 
making, wagons and buggies, white lead, paints 
and oils, furniture, whips, candy, machinists’ 
supplies, dry plates and films, cabinets and 
showcases, hats and caps, flour, soap and by- 
products, clay pipe and conduits, medicinal 
preparations, malt and hops, brewery supplies, 
mill furnishings, well machines and _ tools, 
woodworking machines, barbers’ supplies, frogs 
and switches, metal products, brass manufac- 
tures, lightning rods, pulleys, extracts, bags 
and bagging, cooperage, books, woodenware, 
grain and provisions, office furniture, electric 
appliances, electrical supplies, ladies’ garments, 
jewelry, agricultural implements, washboards 
and machines, candles, brooms and grocers’ 
supplies, furs, chemicals, glass and chinaware, 
rubber tires and other rubber products, lamps, 
railroad supplies, butchers’ supplies, optical 
goods, paper, structural iron and bridge iron, 
silk and thread, rock crushers, wine, pipes and 
smokers’ articles, condensed milk, burial cas- 
kets, street cars, freight cars, saddlery, pho- 
tographers’ supplies, dry goods, canned goods, 
can and tin manufacturing, coffee machines 
and supplies, rubber products, brick-making 
machinery, surgical instruments, steel products, 
cotton goods and threads, pickles and preserves. 

PURCHASES FROM SOUTH AMERICA 

The products from South America that St. 
Louis buys and uses in the largest quantities 
are: Coffee, rubber, coca, cacao, hides and 
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skins, nuts, copper ore, iodine, quinine, plati- 
num, nitrate of soda and asphalt. 

Nore 1—Credit is due for some of the trade 
figures in this article to the Merchants’ Ex- 
change of St. Louis. 


Note 2—Information about St. Louis, and 
especially about any of its manufactures, will 
be gladly and quickly sent to any inquirer who 
will write The Business Men’s League of St. 
Louis for it. 





THE STORY OF THE RETAIL CREDIT MEN’S ASSOCIATION OF ST. LOUIS 


By Epw. F. HAGEMANN 
President Retail Credit Men’s Association, St. Louis, Mo. 


This article is submitted for the purpose 
of assisting in the organization of similar asso- 
ciations with the idea of giving others the 
benefit of our experience. 

We owe our existence to Mr. Samuel Rosen- 
feld of the Commercial Agncy. In January, 
1914, Mr. Rosenfeld issued a call for a meet- 
ing, at which he outlined his ideas and sugges- 
tions, which we immediately acted upon by the 
formation of a temporary organization. —Two 
weeks later, at a meeting called by the tem- 
porary officers, a constitution and by-laws were 
adopted and permanent organization effected, 
with twenty-five charter members. On Feb- 
ruary 25, a Pro Forma Degree of Incorpora- 
tion was issued to our Association by the Cir- 
cuit Court. 

The work of our Association is carried on 
by the various committees, consisting of Credit 
Exchange, Adjustment, Legislative, Member- 
ship, Publicity and Entertainment; the chair- 
men of these committees with the officers con- 
stitute the members of the executive commit- 
tee. This committee meets once a week, in a 
short noon session. The regular meetings of 
the Association are held monthly after a dinner 
banquet served at one of our leading hotels. 

Our interchange committee issues a weekly 
bulletin of “Undesirables.” These names are 
submitted by the members on blanks furnished 
for that purpose. In one year’s existence the 
names of over three thousand customers of our 
members have been bulletined. We recom- 
mend to our members that these names be 
indexed by a card system for permanent record, 
which plan seems to have been adopted gen- 
erally. In some respects this feature of our 
work is most valuable and many have said is 
alone worth many times the cost of member- 
ship. 

Our adjustment committee is proving to 
our members the value of co-operation, by 
gathering all the accounts against an individual 
debtor and securing settlement by “Collective” 
methods. ‘This committee has provided two 
collection letters. These letters are on the 
stationery of the Association, and the letters 
are fac-simile typewritten, ready for filling in 


of name and address of debtor, name of cred- 
itor and amount of the account. One of the 
features of these letters is a complete list of 
the houses constituting our membership, and 
we have found by experience that this has had 
a most persuasive influence upon debtors. This 
committee further assists members in their col- 
lection problems with the services of a bonded 
collection attorney. One of the features at our 
monthly meetings has been the reports from 
our members of their experience with our 
letter system and collection department, and 
many gratifying results are submitted. 

The legislative committee is organized to 
work in conjunction with the National Asso- 
ciation, in their efforts for Federal legislation 
for the amendment of our bankruptcy laws as 
pertaining to individuals, and other legislation 
proposed for the protection of trade. 

The membership committee is making an or- 
ganized campaign among our retailers with the 
view to enlisting all credit giving houses, and a 
movement is now on foot to admit into our 
Association the entire membership of several 
smaller organizations of our city, which repre- 
sent individual lines, such as the Furniture 
Dealers, Retail Grocers and similar bodies. 
When we consider that in fifteen months’ ex- 
istence we have grown from a membership of 
twenty-five to over one hundred, comprising 
all the leading houses in the various lines of 
trade, we feel that this committee has done 
excellent work. 

Our publicity committee’s first work was to 
encourage the members to make known to the 
trade, the existence of our Association, and of 
their membership in the same. Notices of our 
meetings appear as reading matter in most of 
our papers, and often much space is given to 
details of occurrences at such meetings. We 
feel that we have established ourselves in this 
community quite thoroughly, through the ex- 
cellent work of this committee. 

The entertainment committee is appointed 
to provide speakers at our meetings, and to 
arrange for outings and other forms of recrea- 
tion for our members, on the theory that the 
members “get together” in this manner, to the 
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end that better co-operation results from better 
acquaintanceship. 

When you consider that in only a little over 
one year we have grown into and developed a 
thoroughly systematized and smooth-working, 
powerful unit, it speaks well for the builder 
of this machine, and shows that the credit men 
of St. Louis were awake to the opportunity, 
seeing the advantages to be derived from credit 
co-operation. It is truly wonderful that so 
much good can be accomplished at so small 
cost. Of course, the answer is “co-operation,” 
and still each individual member gives only one 


one-hundredth part of the benefits which he 
receives. Therein lies the keynote of our suc- 
cess, and when the National Association has 
developed to the extent of establishing organi- 
zations in every city of this “broad land,” and 
when our Crepir Wor Lp shall bring inspira- 
tions from scores of communities each month 
then our membership in this grand organiza- 
tion will be fully appreciated by every retailer 
in these United States. To the National offi- 
cers we say, God speed you on in this magnifi- 
cent work. 





COME TO DULUTH 


By A. C. PEarsons, 
President Duluth Retail Credit Club, Secre- 
tary French & Bassett Co. 


DULUTH! 

Yes, good old Duluth—in fact, better known 
as “Beautiful Duluth,” “the convention city 
of the continent,” awaits with much pleasure 
and open arms to receive each member of the 
National Association of Retail Credit Men in 
mid-August. 

DULUTH! 

My! what a happy choice for YOU that 
your directors decided on this beautiful city 
for the convention of 1915, a city whose every 
citizen from the youngest to the oldest inhab- 
itant will greet you with a hearty handshake 
and a pleasant smile, to say nothing of the 
hearty handshakes, pleasant smiles, good fel- 
lowship and good cheer you will receive from 


members of the Duluth Credit Club. 


DULUTH! 

Yes, YOU ARE WELCOME—a hundred 
thousand welcomes await you and yours. The 
invitation from our Credit Club comes from 
the hearts of each and every member. Duluth 
wants to see you and Duluth will be disap- 
pointed more than you, should anything turn 
up to prevent your coming to the convention. 


DULUTH! 

How many of you have ever looked at the 
map, to impress more fully upon your mind 
just where Duluth is located, and looked for 
comparative distances? For instance, some may 
think of Duluth as being a long way off, but it 
isn’t. The distance from Tesline, Texas, to 
Brownsville, Texas, is the same as from Texas 
to Duluth. 

The distance from St. Louis to Pittsburg 
is the same as from St. Louis to Duluth, or 
from Washington to Chicago. Duluth is dis- 
tant from the Twin Cities less than one-half 


the distance it is from Los Angeles to San 
Francisco. 


DULUTH! 

Is at the very western end of Lake Superior, 
the largest body of fresh water in the whole 
world, and in taking your trip “up the lake” 
in August, BRING SOME OVER-WRAPS 
with you; it’s always cool on Lake Superior, 
and this tempers the summer climate of Du- 
luth, so that it’s JUST EXACTLY RIGHT. 
But don’t forget your light overcoat and swim- 
ming outfit—a queer combination, but useable. 
DULUTH! 

Is the ideal city of North America for con- 
ventions, and don’t—don’t—DON’T let any- 
thing prevent your coming to our convention. 
August is but a short way off. 

COME! COME! COME! 





IMPORTANT NOTICE 


The Convention Committee at Duluth 
would appreciate very much having every 
member of the organization of Retail Credit 
Men advise them at as early a date as possible 
how many delegates Duluth might expect from 
their city. It is the desire of this committee 
to arrange ample hotel accommodations for 
each delegate, in order that we may have them 
all together. 

CONVENTION COMMITTEE OF THE 
DuvutH Rerait Crepit Cus. 





Don’t forget the place 
or date—Duluth 
August 18, 19, 20 
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CREDIT DEPARTMENT SYSTEMS 


By ArtHuR B. Dewes 


This article is not written with the inten- 
tion of having you chang~ your method of 
passing on credits, nor the way or information 
you desire in passing on a prospect’s credit, as 
each credit man has his own ideas in this re- 
gard. I begin this article in view of giving 
ideas of systems to help you to increase effi- 
ciency in the credit office of handling the 
accounts. 

To keep an accurate record of each and 
every customer’s account and to follow up the 
delinquent ones, the more efficient your office, 
the less percentage of ‘“‘bad” accounts. 

Do not be prejudiced from the illustrations 
shown here as the only ones to use. Cuts 
shown are merely to help give you an idea, as 
there are several makes of forms and cabinets, 
etc., to your own choice. 





A Card System by all means is recommend- 
ed, having a separate card for each and every 
customer, showing his name, address, credit 
limit, etc. 





A proper system of keeping track of slow 
accounts is one of the most important duties 
of the credit man. He should have or use a 
system which is elastic enough to make his 
work easy rather than cumbersome. 

In the following paragraphs systems are de- 
scribed in a general way; they can be enlarged 
upon to meet each one’s personal requirements. 

SYSTEMS FOR THE SMALLER MERCHANT 

He should by all means have a card file, a 
card for each individual customer; for exam- 
ple, a standard 5x3 card (see cut), on which 
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is shown name, address, limit of amount. On 
these cards the total of his monthly purchases 
to be shown, and when paid, checked off with 
date, so as to givé you a record of accounts as 
months roll by. 

Now, for the slow account, the one that 
needs attention, four form letters should be 
arranged so as to reduce your daily work. 


Thus: 


“A”—Letter calling his attention to ac- 
count being past due, etc. 

“D”—Demanding payment (the second let- 
ter). 

“P”—_Personal dictated letter. 

“CA”—Calling his attention as though it 
came from an attorney for collection. 

“CD”—Demanding payment, as though it 
came from an attorney. 


After sending him letter “A” and no re- 
sponse, follow this up with “D.” If then no 
response, you should then decide whether or 
not to send attorney form letters, and here it 
is when good judgment comes and when I say 
the best results can be obtained by sending a 
“P” (personal letter), which is the third let- 
ter sent him and generally the climax, stating 
that you have written two letters before and 
giving him your personal attention, asking him 
to let you know when you may expect a set- 
tlement, referring to File No. 1, placing this 
number in the upper right-hand corner of the 
letter, this carbon copy starts a file 1, in col- 
lection file, in which file they are placed nu- 
merically for quick reference; also put this 
number on his 3x5 card, which shows in that 
you have corresponded with him, placing a 
clip over the date you wish to write him 
again. Should you not use the clips, then your 
carbon copies should not be filed numerically, 
but should be filed under a daily guide file, 
viz.: Should the letter be dated 17, it should 
be filed after 20th guide, and the number on 
this letter, instead of being No. 1, should be 
marked 20-1. This gives him No. 1, and 
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when he answers, referring to your No. 20-1 
shows it is filed under 20th guide. Without 
the clip you must follow up correspondence 
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this By recording this key number on cards, you 
that show at a glance when this same account gets 
ng 4 slow just how far you had to go to collect. Of 
him course an account that causes you too much 
your trouble should be discontinued and closed and 
cally, so marked on this card. Reports and other 
2 file, information can all be noted on back of card. 








FOR THE LARGER MERCHANT 
The basic principles as described above 
should be used, but enlarged upon as needed. 

















Loose-leaf ledgers of accounts should be on 
separate sheets and credit limit shown on 
ledger sheet, and when account has reached its 
limit same should be reported to credit depart- 
ment and account watched. Larger firms have 
the tube system and pass on each and every 
purchase when customer is waiting for goods. 
Stampers throughout the store have indexes 
showing name of charge and credit*limit. The 
duty of these stampers is to approve all sales, 
and the names and limits in these indexes af- 
ford the-basis on which they pass on sales. The 
limit is also entered at the top of the customer’s 
ledger page. 

When the sales ticket for a charge sale has 
been made out, it first goes to a stamper to be 
approved for delivery. There may be twenty- 
five such stampers scattered throughout the 
store. Each has an index in which is listed 
every one of the store’s charge customers in 
good standing or otherwise. 

Opposite each name is set a certain limit of 
credit. These limits must be revised daily, 
for the limit here set down is not identicak 
with the customer’s regular credit limit, nor 
is it wholly determined from it; it depends 
also upon the amount the customer already 
owes for the current month, how much he has 
overdue and his general standing. As a fur- 
ther safeguard the stamper is allowed to pass 
through sales up to only one-fourth of this 
limit. If the sale calls for a greater sum than 
this, the ticket must be sent up to the credit 
office for consideration. It must be remem- 
bered that the purchases made by a customer 
in one visit may go to half a dozen stampers, 
so the limit of each stamper must be small. 
The credit department having complete infor- 





mation at hand, can determine intelligently 


and safely whether credit above this limit can 
be extended. 
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To follow out the routine, suppose the cus- 
tomer’s total credit is $50. Suppose it is the 
20th of the month, and the customer has al- 
ready drawn upon his account to the extent of 
$20. On the morning of the 20th the credit 
limit placed beside the customer’s name in each 
of the stampers’ books will probably be about 
$20, and each stamper can pass sales through 
for sums upto $5. If a purchase exceeds this 
amount, it is referred for approval to the credit 
office. 

At the end of each day charge tickets are 
gathered and sent to the bookkeeping depart- 
ment and immediately posted upon the ledgers. 
Ledger sheets should be ruled in three col- 


umns; first column for debit charges, second 
for credit, third for the balance, balance being 
entered at each entry. 

After the posting is completed sales slip is 
passed to the billing department and charges 
are immediately entered on the bills. This bill 
should be made from sales slip and not from 
Tedger accounts. The carbon copy of the bill 
should be filed in loose-leaf post binder. The 
bill clerks keep the statements arranged alpha- 
betically during the whole month, and each 
day they post from the charges of the previous 
day’s sales tickets. In this way the bills are 
ready for mailing out on the night of the last 
day of the month. 6 





COLLECTIONS BY LETTER 


By Noste R. Jongs, 
Secy. Retail Credit Men’s Ass'n of St. Louis 


The Retail Credit Men’s Association of St. 
Louis during the month of February, 1915, 
through its Executive Committee adopted and 
put into use a follow-up collection system, con- 
sisting of two letters known as No. 1 and No. 
2. This system having proven so wonderfully 
successful and our members being in receipt 
of the most excellent results, we are submitting 
below samples of these letters, and strongly 
recommend that the various local associations 
throughout the country profit by the experi- 
ence of the St. Louis Retail Credit Men and 
nationally adopt this system: 

Mr. James Smith, 
City. 
Dear Sir:— 

Your account with Browning & Co., in the 
sum of $25.00, has been filed with our De- 
partment of Credit Audit and Check. 

Will you kindly take up payment, adjust- 
ment or settlement with your Creditor at once? 
Very respectfully, 

RetaiL Crepir MEn’s AssociATION 
oF St. Louis. 

Under rules of our Association your Cred- 
itor will, within five days, advise us as to any 
payments made. Please give attention accord- 
ingly. 

Mr. James Smith, 
City. 
Dear Sir :— 

We duly advise you that your account with 

Browning & Co., in the sum of $25.00, has 


been filed with our Department of Credit 
Audit and Check. 


We are now instructed to proceed with suit, 
bring garnishment or levy execution, if neces- 
sary. We feel that such expense and publicity 
of courts is always undesirable. 

We therefore ask that you make payment 
direct to your Creditor at once. 


Very respectfully, 


Retait Crepirt MEN’s AssociaATION 
oF St. Louts. 


Unless paid or adjusted with your Creditor 
within five (5) days, our attorney, H. F. Ken- 
dall, is instructed to proceed without further 
notice. 


Attention is called to the list of local mem- 
bers printed on the right-hand column of these 
letters. As a matter of fact, this feature is 
undoubtedly what brings results. The gen- 
eral use of these letters stimulates the payment 
of accounts to local merchants, the debtor, 
upon receipt of same, being in constant fear 
that his account may be closed by other mem- 
bers of the association. 


The writer will be pleased to communicate 
with his fellow-secretaries and give further and 
more complete information respecting this sys- 
tem. These letters can be furnished to mem- 
bers of the Association by their local secretary 
buying in large quantities at a very small cost 
per hundred. 
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DULUTH 


By Cuas. NoLan, 
Credit Manager Duluth Glass Block Store 


Duluth, your Convention city this year, is 
very picturesquely situated at the head of Lake 
Superior. Its twenty-five miles of length along 
the shores of the great lake, the harbor front 
and the banks of the St. Louis River afford a 
panorama of scenery unsurpassed by any other 
city on this continent. 

Built on a hillside, the city rises on a gradual 
slope from the water to the crest of the hills, 
several hundred feet high in places. Favored 
with an ideal climate, neither too hot nor too 
cool, the natural scenic beauty of the city and 
surroundings is enjoyable in the extreme to the 
visitor. One is sure of a cool, restful night’s 
sleep in Duluth. 

One of the most interesting features of the 
city’s beauty is the famous Boulevard Drive. 
This driveway, seven miles long around the 
crest of the hill, four hundred feet above the 
lake, winds along the line of what was in an- 
cient times the shore line. Spread before one 
going over this route is Lake Superior’s broad 
expanse, the extensive harbor with all the ma- 
rine activity connected with one of the greatest 
ports in the world, and the beautiful river 
scenery; all this in addition to a wonderful 
view of the city proper, its business, industrial 
and residential districts and its parks and thor- 
oughfares. 

The city has a number of very beautiful 
parks in the various parts of the city, and an 
interesting thing about them is, they are in 
most instances natural and are delightfully 
restful spots. 

Duluth’s water front, the lake, its immense 
natural harbor, the bays and river, offer many 
opportunities for water sports as well as boat- 
ing, from the small canoe to the pleasure 
steamers. 

Just a word about a trip up the St. Louis 
River, a distance of fifteen miles, starting in 
the center of marine activity in the harbor, 
passing the large warehouses, elevators, ore 
docks, the immense steel plant, from one bay 
into another, and on up through the beautiful 
river, the scenery is acclaimed by all who have 
taken the trip to be a wonderful treat. 

Commercially, there is a wonderful long 
story to tell of the Zenith City’s importance 
in business and commerce. Situated at the 
head of navigation on the Great Lakes, it is 
the distributing point for the Northwest. The 
mammoth ore docks, coal docks, warehouses 
and grain elevators, as well as the large modern 


railroad yards and terminals and the immense 
bulk and package freight steamships, give strik- 
ing evidence of the mining, manufacturing, ag- 
ricultural and distributing prominence of the 
city. 

From the standpoint of a vacation for those 
who have never visited Duluth, let us draw a 
mental picture of the city on a summer after- 
noon or evening during the month of July or 
August, when most of the country is swelter- 
ing in the midsummer heat, from which there 
is usually no relief day or night. Imagine 
yourself on a veranda or point of vantage in 
this hillside city, overlooking the harbor scen- 
ery, the hundreds of ships, from the small 
pleasure craft to the large freighter or palatial 
passenger steamer, arriving, departing or mov- 
ing from one wharf to another; or, still better, 
try to picture to yourself the delights and com- 
forts of a trip on one of the pleasure steamers 
over the several water routes that the lake, 
bays and river provide. You forget there is 
such a thing as hot weather and enjoy every 
minute. This is but a suggestion of what this 
wonderful city has in store for its visitors. 


Be sure and arrange your vacation so as to 
conform with the convention dates, and be 
with us in Duluth. You owe yourself this trip 
after a hard year’s work, and even though you 
may have other points of the country in your 
mind for vacation time, remember that Duluth 
is a most advantageous point from a traveling 
point of view. Sixteen railroad lines, five of 
them transcontinental, radiate from the city. 
It is also the terminus of all the lake steam- 
ship lines, so one can here take the finest train 
or most palatial lake steamer to the principal 
points of interest in the country, incoming and 


outgoing rail and water connections being the 
finest. 


What has here been said gives you but a 
hasty glimpse of what Duluth, the Zenith City, 
is like. More detailed information, accompa- 
nied by cuts illustrating various parts of the 
city, will appear in an early issue of The 
Credit World. 

The Duluth credit men and ladies are anx- 
iously awaiting the convention dates and the 
chance to give you all the welcome hand-grasp. 
Don’t fail to take this trip this summer. To 
say the least, you will find it delightfully re- 
freshing and invigorating, and it will put you 
in fine shape for another year’s work. 
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A LITTLE “SHOP TALK” ON 


DEPARTMENT STORE CREDITS 





By C. F. Jackson, Famous & Barr Co. 


To begin with, I will say that a credit de- 
partment, to reach a high standard of efficiency, 
must be well organized. It is necessary that 
the head, assistants and each clerk have his 
certain duties to perform, and must be well 
trained and held responsible for his part of the 
work. Not a cog in the wheel must slip, 
otherwise each one, from the credit man down 
to the office boy, will find himself in hot water. 
The credit office must be thoroughly systemat- 
ized and equipped with such filing devices, cab- 
inets, etc., as are necessary for keeping compact 
records, and those records must be kept up to 
the minute. It is up to the credit man to see 
that this is done. That will not be a case of 
“Watchful Waiting,” but “Prompt Action,” 
or, in other words, he must be on to the job at 
all times. If not, he will soon find his records 
(which are after all his most valuable asset) 
missing and out of line just when he needs 
them. 4 good credit man cannot remember 
each name on his ledgers, when they contain 
thirty-five to forty thousand in number, hence 
he relies more or less upon his records, and 
feels very secure in knowing that they have not 
been kept in a hap-hazzard manner. After all, 
the point is, “Prompt Conservative Service,” 
but in no case permit careless authorizing of 
charges. 

Our authorizing files must be complete with 
information up to date, changes of addresses 
and any other notations which will aid and 
guide in passing on charges. 

In a large credit department we find many 
names in duplicates. Imagine six names and 
initials (and in some cases more) exactly the 
same, however different accounts and different 
addresses: Suppose a charge check comes to 
our office with one of these names at still a 
different address. What would be the conse- 
quence?} We would have a dissatisfied cus- 
tomer caused by a delay in passing upon the 
check. Now, the customer in nearly every 
case has given a change of address, also given 
the old address on a former transaction, so if 
that change had been made promptly by the 
authorizer there would be no cause for delay 
in this case. That is just another argument 
for “Prompt Action.” 

Now, let us have a look into the ledgers. 
All well organized credit departments have 
limited accounts on their ledgers. What are 
we going to do if an account with a limit of 
$50 owes on the first day of the month the 
full limit and has called at our cashier’s office 


at 11 a. m. and paid that amount (probably 
hundreds of others have done likewise), imme- 
diately goes out into the store and makes a 
purchase to the amount of $50 and wishes to 
“take” same; have we a system by which we 
can tell if the amount due has been paid with- 
out consuming a lot of time going through the 
cashier’s records for the day? Yes, a very 
simple one; prompt action. Post your cash as 
rapidly as it comes in. 

I have heard it said that this cannot be 
done; I know whereof I speak, it can and 
should be done. Just such minor details acted 
upon promptly go to make up and keep up a 
sound Credit Department, and the moment 
those little details are neglected, we are going 
to find ourselves at sea without a Compass. 

Now let us get over to the little file known 
as the “Watch Dog.” This is a Sectional 
Cabinet with drawers usually for 3x5 cards. 
I might mention that no application for an 
account is passed upon until this file has been 
referred to. The cards in this file are made up 
from information received from the different 
Credit Organizations, News Paper reports, 
Court records, Divorce and other suits, notices 
from husbands that they will not be responsible 
for their wile’s debts, notices from wives that 
they will not be responsible for their husband’s 
debts and all other information that would 
have a bearing on one’s general standing, mor- 
als and habits. 

It might be interesting to know that in a litl 
tle town like St. Louis with not more than 
one million population, some of the Large 
Credit Departments have more than fifteen 
thousand cards of this character. I beg to say, 
however, that there are a great many dupli- 
cates in this file. 

Now, just a word as to the Credit Depart- 
ment’s relations to the store in general. 

The Credit Department must necessarily be 
in close touch with the entire House. Occa- 
sionally you find an account on your ledger 
which is absolutely unprofitable for no other 
reason than that 75% to 80% of the merchan- 
dise charged each month has been returned. 
Now an account of this character is an evil 
which the Credit Department must keep tab 
on and if the Chronic Returning of merchan- 
dise on an account cannot be corrected, it is up 
to the Department to discontinue the account, 
for after all we are in business for profit and 
the quicker we eliminate such unprofitable ac- 
counts, the better service we will be able to 












ti 

















The Credit World 19 





give to the desirable ones. You will find upon 
investigation in the various departments of 
your House, the Heavy Returners usually are 
the ones who come at the busiest time of the 
day and expect the best salesperson in the de- 
partment to give them their undivided atten- 
tion for hours at a time, only to phone in a day 
or so for a “wagon call” for merchandise to be 
returned, and when the package arrives back in 
the Department you have most if not all of 
your goods back for credit with a notation, 
“DON’T WANT.” 

I believe if we would in a diplomatic man- 
ner acquaint our customers with the fact, that 
this heavy returning of merchandise by them 
works a hardship upon us and is unprofitable, 


we would soon have this practice reduced to a 
minimum. 
In conclusicn I want to say as my friend, 


* David J. Woodlock so aptly put it: “A very 


few years ago the Credit Men of St. Louis 
looked upon each other as men with Horns.” 
If he got in bad on an account he kept silent, 
hoping some other fellow would also get 
“Stung.” Well that state of affairs does not 
exist in St. Louis today. This has been brought 
about by close co-operation of the Credit Men, 
who now take pleasure in giving each other 
correct and honest information. A GOOD 
CREDIT DEPARTMENT will not permit 
any other than correct, honest information, 
(though it be good, bad, or indifferent) to go 
from its files. 





HE DID IT 


Somebody said that it couldn’t be done, 
But he, with a chuckle, replied 
That “Maybe it couldn’t,” but he would be 
one 
Who wouldn’t say so till he tried. 
So he buckled right in, with a trace of grin 
On his face. If he worried he did it. 
Started to sing as he tackled the thing 
That couldn’t be done—and he did it. 


Somebody scoffed: “Oh, you'll never do 
that; 
At least, no one ever has done it.” 
But he took off his coat and he took off his 
hat, 
And the first thing we knew he’d begun it. 
With the lift of his chin and a bit of a grin, 
Without any doubting of quiddit, 
He started to sing as he tackled the thing 
That couldn’t be done—and he did it. 


There are thousands to tell you it cannot be 
done ; 
There are thousands to prophesy failure; 
There are thousands to point out to you, one 
by one, 
The dangers that wait to assail you. 
But just buckle in with a bit of a grin, 
Then take off your coat and go to it; 
Just start in to sing as you tackle the thing 
That “cannot be done”—and you'll do it. 





—Did what? 
_ “Got a member for the National Associa- 
tion. 


ST. LOUIS WISDOM 
By Tim O'Leary 


Dogs suffer at both ends—they are muzzled 
and tin-canned. 

Fashion dictates a woman’s shape. 

A mosquito bite is some fishermen’s luck. 

Bankruptcy stares many a man in the face, 
but he looks the other way. 

Being the last man to escape from a house 
a-fire is not half bad. 

The closed season against burglars—is al- 
ways open. 

Stand up for your rights and for your 
money—in the street cars. 

When danger threatens, the policeman looks 
for “safety first.” 

Any grocer will extend credit, but picture 
shows demand cash. 

Your malady may be too deep for your doc- 
tor, but he won’t see it that way. 

Plumbers have a lead-pipe cinch in Feb- 
ruary. 

A painter may be an artist—or just a kal- 
sominer. 

Many a storekeeper wishes he had money 
enough to go—back to the farm. 

Paying pew rent to a fashionable church 
helps the church. 

A good watchdog is expected to bark. 

Paper-hanging is more artistic than electro- 
cution. 

Wine, women and automobiles cause many 
a falling out. 





Mrs. Fussfut (visiting Niagara Falls)— 
“Oh, Harry! They remind me that I forgot 
to turn off the water in our kitchen sink!” 


-* 
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CREDIT PROBLEMS OF A SPECIALTY HOUSE 


By T. J. Dicks, 
Credit Man Browning; King & Co., St. Louis 


With business more or less spasmodic and 
collections rather uncertain, the main problem 
facing every credit man is how to fill the 
pages of the collection office cash book. What 
a pleasure it is to see some of the names in that 
book! To get some of those names has taken 
months of untiring labor—the soliciting of the 
customer, the actual sale, and then, alas, once 
in a while the disagreeable task of converting 
the long-past-due account into bankable funds. 

How easy it is to extend credit to a cus- 
tomer of questionable integrity—easier than 
turning him down most of the time. But when 
the account becomes sixty or ninety days past 
due—aye, there’s the rub, and then is when 
the credit man gets busy with a stuffed club, 
not full of harsh words, but filled with as 
much persuasion as it will hold. That modern 
commodity styled “bull” is nothing but the 
old-fashioned “molasses,” and it’s just as ef- 
fective when you are after flies. It seldom 
does any good to make a delinquent angry ; you 
may get your money, but no credit man likes 
to hear a good, bad or indifferent customer say, 
“This payment cleans me up on your books. I 
will never spend another dollar in this house.” 
All customers are desirable, even though they 
may not be desirable credit customers. Many 
times buyers can be held by a house after they 
have been induced to “come across” on an old 
account. Occasionally even these hard pays, 
if they are treated with decency during the 
process of collecting from them, turn out to be 
splendid boosters. 

That graveyard of misplaced confidence— 
the profit and loss book—where mistakes are 
buried, can, of course, be kept comparatively 
free from tombstones if the credit man plays 
safe every time; but if he is too conservative 
the net profit of his house will suffer. If a 
larger credit loss means a larger business, by 
all means take a longer chance and increase 
your firm’s dividends, for after all, volume is 
what counts. There is, however, a big dif- 
ference between unjustifiable credit risks and 
those risks which do not appear absolutely safe. 
Many a customer who cannot furnish Al ref- 
erences will pay a bill just as promptly as the 
man whose standing is not to be questioned. 

In a specialty house catering to men’s trade 
this very condition frequently comes up, and 
if the moral risk looks fair nine times out of 


ten the financial end of the credit will take 
care of itself. ‘These moral risk debtors gen- 
erally pay on account and at the end of sixty 
to ninety days their bills are balanced on your 
ledger. However, this system of increasing 
your business is not to be advocated unless you 
are willing to watch your collections closely ; 
and furthermore, you had best inquire if your 
firm is prepared to carry a larger amount in 
outstanding accounts. 

It is far easier to be credit man of a concern 
whose capital permits large outstanding ac- 
counts than of one which has to rely on its 
collection department to bring in the money 
to pay current bills or be forced into the mar- 
ket to borrow. 

We all know that a credit man can and does 
tie up a vast amount of his firm’s capital, and 
how to convert this capital into real money 
requires thought and much attention. The 
postman collects from Mr. Promptpay, and the 
postman is also a good collector from Mr. 
Slowpay if the appeal he presents is as well 
worded and as carefully worked out as an 
effective advertisement. When you go after 
a delinquent debtor by mail be sure that your 
follow-up letters are sent about ten days apart. 
Some collectors even shorten this interval to 
five days, but conditions must decide this point. 
The telephone is a splendid medium with 
which to jog up the memory of a slow pay and 
many things can be said over the telephone 
which, if put into print, would create a bad 
impression and might even antagonize your 
debtor. 

Do not forget that your collection attorney 
has to make a living, and frequently he can 
save you a profit and loss by prompt action— 
not court action, but proper pressure applied in 
the proper way. It really is not wise to be- 
come extensively involved in law suits. A 
credit man’s time can be used to better advan- 
tage outside the courtroom, and when you have 
an attorney who is eternally saying, “Sue him,” 
get busy and find another collector. It’s not 
much of a trick to secure a judgment, but real- 
izing on that judgment is quite another mat- 
ter very frequently. A certain St. Louis col- 
lection attorney says, “Collective collections 
collect collections otherwise uncollectable,” 
and this seems to be a very comprehensive co- 
operation for credit men to follow diligently. 
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CO-OPERATIVE COLLECTIONS 


By Harry F. KenpDALu 
Collection Expert, St. Louis, Mo. 


Did you ever stop to consider the utterly 
hopeless task a bee would have in providing 
for his Winter’s food supply, without the co- 
operation of his thousands of companions? So 
it is with the Credit Manager and his collec- 
tions—he is utterly unable to clean up his de- 
linquent accounts without the co-operation of 
his collection department. We are not dealing 
with the workings of a Collection Department 
as applied to the store, but with the outside aid 
which the Credit Man is so frequently called 
upon to employ. When the Credit Man will 
look on his collection attorney as merely a part 
and parcel of his own Credit Department, then 
is when co-operative collections will material- 
ize into one of the most beneficial systems in 
credit business. He must realize that credit 
business is as a whole, more or less a vast sys- 
tem of co-operation. 

A few years ago, ledger information was not 
divulged and if one of your competitors asked 
what your experience had been with a certain 
debtor, you most likely would have replied, 
“That is my business.” ‘This scheme of ex- 
changing credit information for mutual protec- 
tion, has eliminated almost entirely the feeling 
of distrust for your competitor. In other 
words, he is “Friend Competitor” today, in- 
stead of “Our enemy across the way.” 

The different credit men in most of the 
large cities have their local organizations, 
where they can meet and discuss mutual credit 
problems and they are not loathe to tell just 
exactly the status of almost any account on 
their books. If they have had trouble with a 
certain debtor, they will almost invariably 
speak of it. Now if there is such a spirit of 
friendliness among the credit men themselves, 
why should not they include their collection 
attorney and make him as much a party in 
their discussions as if he were merely at the 
collection desk in one of their competitor’s of- 
fies? When you place an account with an 
attorney, tell him all that you know—he will 
eventually dig out through his own systems 


what you have learned and if you will only 
place what information that you already have 
into his hands, it will save him a vast amount 
of work, and also save the loss of much valu- 
able time. In other words, co-operate with 
him. Remember that no man can see into 
your mind, and if each and every one of you 
credit men will place at disposal of your col- 
lection attorney, the little items of interest re- 
garding certain delinquents, this collection at- 
torney in turn will be able to put this data 
into a workable form and will achieve results 
for your benefit far beyond your sanguine ex- 
pectation. 

The advantage of centralizing collections 
is this: If, when you place an account in the 
hands of your collection attorney, you give, as 
was said before, all information pertaining 
thereto, and your brother credit men do like- 
wise, the attorney then sifts the wheat from 
the chaff and determines with great exacti- 
tude, the correct status of this account. Con- 
sider for a moment the pressure that can be 
brought to bear upon a debtor, when an attor- 
ney writes him that he has half a dozen ac- 
counts against him for collection. If he is a 
conscientious attorney, he will tell the delin- 
quent to have no fear of losing his position, 
(providing he is a salaried man), if he will 
only play fair and square, arrangements can 
be made whereby a certain amount of his sal- 
ary can be set aside to be prorated among his 
creditors. If the debtor is perfectly solvent, 
he can be brought to see the error of his ways 
very readily. 

On the other hand, if these individual col- 
lections were placed in the hands of several 
collection attorneys, and each one of them were 
bombarding the debtor daily and each insisting 
that his particular account must be paid in full 
in preference to all others, the debtor finds 
himself so terribly harassed that the only alter- 
native he has left is to leave his position and 
attempt to hide from his creditors. 





FOR THE SPECIALTY HOUSE 
AD MAN—TAKE NOTICE 


Don’t believe all you hear. 

Many a man who never used tobacco in this 
(Credit) World will need a smoking jacket in 
the next. 


SHE HAD HERS 


“T see, Mary, that in St. Louis there is one 
policeman for every 521 inhabitants,” said 
the lady of the house. 

“Don’t know, and don’t care,” was the 
maid’s reply. “I’ve got mine already.” 
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THE SAME OLD STORY, “CO-OPERATION” 


By H. E. Snirs, 
Gen. Sec. Associated Laundry Owners of 
St. Louis 


Aside from those people who in some way 
come in close contact with the power laundry 
industry, there are few that realize the pro- 
portions to which it has grown. 

This is owing to the fact that, unlike most 
any other business, there is little occasion for 
the patrons of a power laundry to go to the 
plant, and consequently they are usually well 
distributed over each city instead of being cen- 
trally located where they would be before the 
eyes of the whole public daily. 


A large portion of the patrons of power 
laundries seldom or never have seen the es- 
tablishment that they patronize, but over the 
telephone and through the driver, who must 
be much more than a mere deliveryman, the 
housewife is probably in closer touch with her 
laundry than with the dry goods and grocery 
stores. 

Contemporaneous with the growth of the 
industry has also been the growth of the ever- 
present tendency toward credit and monthly 
accounts, and now about half of it is done on 
this basis. 

With this fact before a reader of The 
Credit World, nothing further is necessary to 
explain the existence in our association office 
of a department for “diffusing credit informa- 
tion and the collection of delinquent accounts.” 

We have had it but a short while, and are 
“new at the game,” but we have had it long 
enough for the most of our forty member 
laundries to know its advantages, and it is 
with us to stay. 

Practically all that we have attempted to 
handle thus far is the bad accounts—in fact, 
only those that have been given up as hope- 
less. Our duty is to collect them for the mem- 
ber that turns them in and report them to all 
other members, who will thereafter give them 
service only on a cash basis. 

If they haven’t the cash—well, one of our 
daily papers suggested that the Mississippi is 
still flowing by, and soap is cheap. 

Before the laundries started co-operating 
along this line, they fell easy prey to the pro- 
fessional dead-beat, and those who want to 


open an account but never want an account- 
ing. 

The delinquents would patronize one plant 
till refused further credit, then simply start 
with another. Thus it was that when we first 
started the work the same name would be 
turned in to us from several different plants. 

Now that very rarely happens. ‘They are 
either paying our members cash or getting 
credit from non-members. If the latter is true 
to any extent, it wouldn’t take much of a 
prophet to make a certain prediction, and with- 
out consulting the stars to do it. 

As to our method of collection, it is not un- 
like the methods generally in use by associa- 
tions for this purpose. “The main strength of 
it is in the fact that it is an association, and as 
such commands more respect and gets more at- 
tention than does an individual firm or regular 
collection agency. In addition to this, one of 
the most important things in collection work 
is to keep after them in a systematic way. 

Inseparably connected with the handling of 
bad debtors is the “habitual claim-makers.” 
For instance, Mr. Smith has been fairly good 
pay. He doesn’t remit for his account this 
month, and it isn’t noticed especially. It runs 
three or four months, and when he is pressed 
for payment he claims the laundry, three or 
four months back, lost two of his wife’s hand- 
made Irish crocheted lace collars, made by her 
mother and which simply cannot be replaced, 
but he will settle for $30.00 for the two. 

In cases like this we investigate and fre- 
quently find that Mr. Smith has a habit of 
losing valuable articles when his account has 
been permitted to run too long, and he has 
found it cheaper to change laundries than pay 
his bills. Fortunately, under our present sys- 
tem it is hard for him to operate. 

This co-operation among merchants and 
business people is a wonderful thing. It bene- 
fits not only the merchants, but the honest 
patrons equally as much. It has taken great 
strides in recent years, and is still in its in- 
fancy. May such mediums as The Credit 
World continue to foster and encourage its 
growth. 





BOOST 


Throw away your hammer and buy a horn; 
then join our Association. 


PAY OR FORGET 


If you owe a debt, pay it; 
If you owe a grudge, forget it.’ 
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SYSTEMS AND APPLIANCES THAT MAKE EFFICIENCY IN THE CREDIT 
DEPARTMENT 


By Wo. G. APEL, 
Credit Manager Greenfield Bros., St. Louis 


That St. Louis has stepped to the front 
again, is evidenced by this number of The 
Credit World. We started something when 
we evolved the idea of interesting manufactur- 
ers of office appliances and systems in our 
offcial organ. 

The hearty response to our efforts is shown 
by the results we have attained, and which has 
enabled us to make the St. Louis number an 
innovation number. It shows that all these 
advertisers realize that we credit men are a 
lot of “live wires,” and that by making this 
appeal to us they are talking to men who are 
quick to grasp what they say in these ads. 
Every one has a message of importance to us. 
We asked only people that have the things we 
need in our daily routine. 

In almost every case the credit man is also 
ofice manager, and if he hasn’t charge of all 
the office help and its details, he does reign 
supreme in his (the credit) department; and 
it is generally the credit man’s duty, privilege 


and desire to have systems and appliances so he 
has his information “at his fingers’ ends,” and 
his assistants keyed up to the highest pitch of 
efficiency. 

St. Louis wishes that every credit man re- 
ceiving this innovation number read, not only 
all the articles contributed, but also the mes- 
sages of the advertisers who were good enough 
to make this issue a profitable one from a finan- 
cial view, as well as educational for its other 
information. 

So we should show these advertisers our ap- 
preciation. If anything advertised interests 
us, and we want to know more about it, let’s 
mention The Credit World when we write for 
the information. It will help our own cause 
along, and it should enable our sister cities to 
publish numbers that will be financial as well 
as educational successes. 

“We've got her a-going, boys; now let’s 
keep her a-going.” 





THE CREDIT PROBLEM 


If we go back a few years we find that in. 
almost every line of business only a small 
percentage of the entire sales were charged. 
With some of the houses perhaps it reached 
to one-quarter, or in a very few, to one-third 
of the business, and with many of the mer- 
chants the credit department was regarded as 
a necessary evil. The credit trade was con- 
fined largely to the more wealthy and estab- 
lished class, whose financial and moral stand- 
ing was beyond question. In those days people 
were more permanently located and we had 
comparatively little transient trade. 

Modern development has brought about a 
very different condition. The average mer- 
chant is reaching out for charge accounts with 
individuals and the wholesaler is equally ener- 
getic in the sales department, until the credit 
business has grown to one-third, one-half and 
two-thirds, and even more in some instances. 
Almost every house of any size has a credit 
manager who gives up his entire time to the 
handling of credits and collections, the larger 
houses allowing from one to several assistants, 
and today we have men who have been trained 


in credits only and who are not necessarily 


bookkeepers. Our cities have become more 
cosmopolitan, and less permanent. ‘The vast 
amount of capital tied up in charge accounts 
makes prompt collections necessary. These 
modern conditions require new methods, not 
only in the handling of office detail, but in the 
general conduct of business. The credit man- 
ager is becoming a greater factor in the busi- 
ness, his personality and method of handling 
people with whom he comes in daily contact, 
means a great deal to the success of every mer- 
cantile establishment. 

Still another phase of handling credits in 
our larger cities is the necessity of a reliable 
credit or commercial agency, where reports on 
individuals as well as firms or corporations 
may be obtained. 

All credit managers of the present day fully 
appreciate the assistance obtained through the 
reports of the commercial agencies and it 
should be remembered that best results are 
more readily obtained through the full co- 
operation and close relationship of the mer- 
chant to the agency. i? 
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WHAT IS THE MATTER WITH THE UNITED STATES? 
By J. E. Morrison, Los Angeles, Cal. 


What is the matter with the United States? 

I have been hearing this question asked on 
all sides. I have never heard any satisfactory 
answer. No one seems to know. 

Why are the American factories not run- 
ning night and day? Why are the railroads 
not opening up new territory and getting ready 
for the millions of immigrants who have al- 
ready made up their minds to leave Europe 
as soon as the war is over. 

Why are there not fifty American drummers 
in London right now trying to sell $200,000,- 
000.00 worth of American goods in place of 
the goods that were bought last year from 
Germany? 

Why have advertisers become quitters, just 
at a time when their advertisements were most 
needed and most effective in cheering on the 
business of the United States? 

From the European point of view, the Unit- 
ed States is a haven of peace and prosperity. 
It has no troubles that it dare mention to 
Belgium, or Austria, or France, or Servia, or 
Great Britain, or Russia, or Germany. Every 
tenth Briton has enlisted. Every tenth French- 
man is at the front. Every tenth Belgian is 
dead. What does the United States know of 
trouble? 

If I could afford it I would charter the 
Mauritania and Lusitania and convey a party 
of 5000 American advertisers to Europe for a 
trip of education. I would give them a week 
in London, a week in Paris, a week in Ant- 
werp. I would let them look at the United 
States from the scene of war; give them a look 
at real trouble. I would let them see trains, 
ten at a time, five minutes apart, packed with 
the maimed and dying. I would let them hear 
from fragmentary survivors the incredible 
story of the battlefields, 150 miles wide, and 
armies that are greater than the entire popu- 
lation of Texas. I would let them see graves 
100 yards long, and full—and Belgium, the 
country that was; now nothing but 12,000 
square miles of waste and wreckage. 

Then when they began to understand to 
some extent the magnitude and awfulness of 


this war, I would say to them: “NOW, GO 


BACK AND APPRECIATE THE UNIT- 
ED STATES. REALIZE YOUR OP- 
PORTUNITIES. DON’T START DIG- 
GING TRENCHES WHEN NOBODY 
IS FIRING AT YOU. DON’T FALL 
DOWN WHEN YOU HAVE NOT 
BEEN HIT. DON’T BE BLIND TO 
THE MOST GLORIOUS CHANCE 
YOU HAVE EVER HAD IN YOUR 
LIFE. GO BACK AND ADVERTISE! 
GET READY FOR THE MOST TRE- 
MENDOUS BOOM THAT ANY NaA- 
TION EVER HAD. BUILD YOUR 
FACTORIES BIGGER. TRAIN MORE 
SALESMEN. BORROW MORE MON- 
EY. GO AHEAD, AND THANK GOD 
ABOVE EVERYTHING ELSE THAT 
YOU ARE ALIVE AND THAT YOUR 
FAMILIES ARE ALIVE, AND THAT 
YOU ARE LIVING IN A LAND THAT 
IS AT PEACE, AT A TIME WHEN 
NEARLY THE WHOLE WORLD IS 
AT WAR!” 

The war cuts both ways in the business 
world. Economic loss is tremendous. Its 
eventual upbuilding will cost much, in every 
nation. While its immediate effect has been 
disastrous in the marketing of many com- 
modities, there are enormous items of busi- 
ness enlargement. 

Exports in merchandise boon, in recent 
months, added millions to the business of this 
country. Not only have we the world re- 
serve of cotton and cereals to draw upon for 
the wants of all nations, but this seems equally 
true of money and credit. 

Within a short time thrifty Switzerland 
has borrowed $15,000,000 in the United 
States, and little Uruguay is negotiating for 
$10,000,000, and liable to get it; this follow- 
ing similar borrowings in this country upon 
the part of Argentine. Back of that other na- 
tions have borrowed here more than one hun- 
dred millions. 

Thousands of needy men and women in 
every city and town are out of work as a re- 
sult of this world-wide butchery and of the 
adoption of false economic theories at present 
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in force. ‘Thousands of homes have felt the 
pinch of poverty in consequence of these mis- 
takes: The women and children have suf- 
fered even more than the men from the evil 
effect of foolish legislation and evil counsel of 
false prophets. It has become apparent to 
them that the people pay dearly for indulgence 
in quackeries and nostrums, and that the only 
way to insure a return of business happiness 


and industrial security is to take the advice of 
that sensible old philosopher of Illinois and 
“get down to first principles’”—the principles 
imbedded in the multiplication table and the 
constitution of the United States; the princi- 
ples so long carried out by the business ad- 
ministrations of this country, with the dinner 
pails full and everybody making money. 





A PERSONAL APPEAL 


Dear Member: 

It is with no apology that I throw open 
wide the gate to the prosperity and success of 
the Retail Credit Men’s National Association 
and The Credit World. 

Is there a limit to the possibilities of a good 
advertisement? Does it ever entirely lose its 
influence? If one were to judge by the in- 
quiries that come into the office of a newspa- 
per almost every day for articles that were 
advertised in their columns years ago, it would 
seem there was no end to the publicity afforded 
by judicious advertising. ‘Too often the ad- 
vertiser loses sight of the ultimate offset of 
publicity. 

Not for a generation, at least, does a thor- 


oughly advertised article lose its reputation. 
For this reason I advocate a new policy to 
be adopted and put into action at once. There 


is no time to be lost—not one minute. The 
advantages once gained should be followed up, 
for it is cumulative effect of publicity that pays. 
An advertisement seen once makes a good im- 
pression; seen twice, the effect is multiplied, 
like the billiard ball, sets others in motion, 
producing unexpected and sometimes remark- 
able results. 

This is an opportune time in every large 
city where our association has a foothold to 
secure a permanent advertisement for The 
Credit World. We must have funds and the 
channel through which these funds must flow 
to us is by obtaining advertising from the 


best concerns in all the large cities, such as 
banks, railroads, manufacturing plants, etc. 
This can and must be done. It has been dem- 
onstrated to us so beautifully in this issue, as 
well as the two preceding ones. What the 
associations have done who secured the ma- 
terial for these issues can be done by others. A 
permanent advertiser, as mentioned above, will 
boost our association and make a greater suc- 
cess of the official organ. 

Dear member, if you have the welfare of 
the association at heart, appoint yourself a 
committee of one and resolve that you will 
spend one hour in trying to obtain an adver- 
tisement for The Credit World. Call up on 
the telephone some concern whom you think 
would advertise and get the advertising man- 
ager on the wire. Make an appointment with 
him, jot it down on your desk calendar, call 
upon him as per agreement, show him the May 
number, tell him of the vast territory that it 
covers, and drive home to him the advantages 
of carrying a permanent advertisement in The 
Credit World. Read by thousands of the best 
business men and captains of industry in all 
lines from .the shores of the Atlantic to the 
Pacific ; from the Canadian border to the Mex- 
ican. Do not hesitatte—DO IT NOW! 
Make one call, get the wire edge off—help 
make a success of the magazine which you read 
monthly. 

Success to the association and its official or- 
gan means success to you and each member. 





THE GAME OF BLUFF 
By J. E. Morrison, Los Angeles, Cal. 


Grouchy buyers are an old story with ex- 
perienced salesmen. How to handle them has 
made a big success of some salesmen. Why 
buyers should be grouchy no one knows. The 
salesman really does the buyer a favor in giv- 
ing him his time, for he brings to his desk 
what he would probably have to go out and 
hunt for otherwise. However, buyers are 
often grouchy, and the consensus of opinion 


seems to be that buyers who employ salesmen 
themselves are the grouchiest when they get 
going. 

A salesman of a large Eastern house called 
upon the proprietor of a big store out West. 
This man had the reputation of eating sales- 
men alive. After several unsuccessful at- 
tempts to see his man, the salesman decided to 
use desperate means to get to him. He knew 
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that the man must buy a bill of goods, for he 
knew what stock he was carrying, and knew 
he must lay in a supply for the opening of the 
season. 

In the afternoon he called at the store and 
deliberately walked into the owner’s private 
office. The owner did not look up from his 
papers for several minutes. Then he turned 
and said savagely: ““Who the Sam Hill let you 
in? I left orders to have you thrown out if 
you came again.” With that he threw the 
card savagely into the waste basket. The 
salesman drew another from his pocket and 
placed it upon the desk where the first had 
been. Without looking up from his work the 
owner threw that into the basket. The sales- 
man then drew two or three others, laid them 
on the desk, all with the same result. Finally, 





the owner, almost purple with rage, turned on 
him and said: “Well, well, what is it?” “J 
was just thinking,” said the salesman, “that if 
every man your salesmen called upon was such 
an infernal, ignorant, no-account grouch as 
you are, what cussed few orders they would 
book, and how quickly you would be out of 
business. That’s all, sir. Good-bye.” “Hold 
on there a minute,” broke in the grouch. “I 
guess I owe you an apology. You're right. 
Let’s see your line.” 

A big order and steady relations with the 
house resulted. It was an extreme case that 
required extreme treatment, and this salesman 
was big enough, broad enough and diplomatic 
enough to handle it to perfection. He knew 
just how far to go. 





TAKE A WALK 
By J. E. Morrison, Los Angeles, Cal. 


When you’re sore and almost in, 

Interest lost in all the race, 

And somehow just can’t find your place, 
Go take a walk. 


For there’s magic in the air, 

That makes a lamb out of a bear; 

So get your hat and shut the door, 
And take a walk out in the air. 


You'll be surprised to find the rate 
At which your troubles disappear—it’s 


great! 


So don’t forget—it’s ne’er too late 
To start and take a walk. 





SEE DULUTH, MINNESOTA 
“A Summer City” 


Duluth in summer is the happiest city in 
the world. Lake Superior and the North 
Woods are its playgrounds. From the lake 
comes a crisp coolness that tempers the ferv- 
ency of the sun’s shaft, so there is seldom a 
day but a man goes rejoicing to his work and 
returns with zest to his recreation. The air 
has a clearness and sparkle that we usually 
associate with October. Those dear warm 
days of fall that are called Indian summer lin- 
ger in Duluth through weeks of perfect hours. 

All around Duluth lie multitudes of little 
lakes, alive with fish, and into the big water 
come tumbling down a hundred streams over 
their rocks. Within three hours’ ride of the 
city is the gateway to a game preserve of one 
million acres, the last resort of moose and deer. 
By canoe one may voyage hundreds of miles 
from the watershed of Lake Superior into that 
of Rainy River and Hudson Bay or the Mis- 





sissippi and the Gulf, at many places crossing 
the divide without leaving the canoe. One 
may journey by rail with all the comforts of 
civilization, or follow the trail of the old voy- 
ageurs with exactly their equipment and lineal 
descendants of their guides. 

Hay fever sufferers come here by the hun- 
dreds for immunity, and summer travelers by 
the thousand find respite here from the swel- 
tering heat of their homes. 

Here begins and ends the tour of the Great 
Lakes, a water highway without peer in the 
world. 

Summer travel, summer coolness, hunting 
adventures, exploration of by-paths in the 
woods, the charms of the Adirondacks and the 
Thousand Isles, the mountain and the sea, are 
all to be reached in a few hours’ travel from 
the homes and hotels of this modern city. 
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OURS THE HARDEST LOT 
By W. G. Drosten, St. Louis, Mo. 


Of all the hard lots, that of the jewelry 
credit man’s is the hardest. 

Many customers who frequent jewelry 
stores are often only credit-seekers, but some- 
how are not payers. ‘These the credit man has 
to handle with kid gloves. He must know ex- 
actly how far he can proceed to collect his 
money without raising the ire of the one 
dunned. 

It is a very peculiar fact that customers who 
are the slowest pay demand the most and act 
as if they had performed an invaluable serv- 
ice by making a purchase. 

A great many customers confuse the credit 
privilege with time payment, and in course of 
time they make a time-payment customer look 
like a very prompt pay. 

Heretofore there has been great hesitancy 
on the part of many jewelry stores to proceed 
against their slow pays, on the ground that 
the slow pays might influence their friends to 
stay away from such and such a jewelry store 
because they have been greatly mistreated. 

The rising cost of doing business is slowly 
bringing the jewelers to realize that their 
money must be turned faster, and to do this it 
is necessary to get the money first. 

The sooner a customer finds out that he 
can’t pit one jeweler against another regard- 
ing credits, the less often he’ll try to make the 
jeweler give concessions regarding the time of 
payment of his bill. 

Up to the present time, the jewelers of St. 
Louis have looked with glee upon the jeweler 
who got stung, not realizing that his turn 
might come next. 

The next step we come to is, “Why should 
our customers ask for credit longer than thirty 
or sixty days?” The goods sold are luxuries 
and why shouldn’t luxuries be paid for in cash 
or its equivalent, like automobiles? It’s all in 
the way the buying public have been edu- 
cated, and the jewelers have been the worst 
educators in this matter, and so all must suf- 
fer for the crimes each perpetrates. 

If we all had more termerity and less tim- 
idity, one like the following couldn’t be put 
over on us: 

“Mrs. Brown owes a bill for three months. 
It isn’t good policy to go after her now, as 
she is going to have a niece married in thirty 
or sixty days. It would be better to wait until 
after the wedding. She probably comes in 
and makes a purchase for the wedding, then 
another sixty or ninety days pass before the 
credit department again thinks about Mrs. 


Brown’s account. It would be better to wait 
another thirty days, as she has just left town. 
The jeweler then takes on an ounce of cour- 
age and writes a very limpid note with an S. 
O. S. attached to it, and then waits breathless- 
ly for Mrs. Brown to remit, lest she has taken 
offense at the demand for money. The money 
finally arrives, and then the jeweler waits 
breathlessly again to catch the first glimpse of 
Mrs. Brown entering the store to buy again, 
and when she does he gives his final sigh of 
relief.” 

This is an everyday occurrence and it is one 
of the black spots which makes the jewelry 
business so trying. 

If the jeweler had figured his business and 
had only found out that after an account is 
ninety days old it begins to be a loss, he would 
have proceeded differently in the beginning. 

But when will he change his tactics ? 





BUSINESS WAS “EVEN” 
Smith—Well, how do you find business 
these days? 
Jones—Even. 
Smith—Even? I don’t understand you. 
Jones—I sold a bill of $400 worth of goods 
last week. This week the goods came back. 





Cc. O. D. 

A clergyman, whose name is not necessary 
to the chronicle, had invoked Mr. Choate’s 
services in the settlement of a much-involved 
and heavy estate. He received his bill in due 
time. Mr. Choate, it may be remarked by 
way of parenthesis, did not become a_ mil- 
lionaire, and thus enable himself to accept an 
office whose annual expenses are $50,000 more 
than its emoluments, by omitting to send bills 
to clients. The clergyman, accordingly, was 
not overlooked. 

The client appeared in.a few days with a 
smile of deprecation. 

“T always understood, Mr. Choate,” he ob- 
jected, “that you gentlemen of the bar were 


not in the habit of charging clergymen for 


your services.” 

“You are much in error,” returned Mr. 
Choate, firmly, “much in error. You look for 
your reward in the next world, but we law- 
yers have to get ours in this.” 





If you would measure a man by his own 
standard, listen to what he has to say about 
his competitors. 


Before a wise young man attempts to paddle 
his own canoe he learns to swim. 
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CREDIT 


Credit is cheap. If you have failed several 
times, if you are without money, if you have 
burned out a couple of times, if you have gone 
through bankruptcy—you still have credit. 

For credit is cheap and merchandise must 
be dished out to whoever will buy—on credit. 
Houses are so liberal with credit that often 
the head of the firm will override the credit 
man and extend credit over his head. 

But a safer and saner policy is not far in 
the distant future. Giving a man credit be- 
cause the salesman knows him is going out 
of style. Even the gentle-hearted credit man 
has learned that to the salesman all buyers 
are “good as gold.” Later on, when the ac- 
count remains unpaid, the salesman blames the 
credit man for not having collected immedi- 
ately. So the credit man is taking a hunch to 
himself and looking before he leaps. 

Liberal credit is a stimulant to business, but 
should be based upon knowledge; loose credit 
is a burden upon business. Look up the num- 
ber of former customers now in the red on 
your ledger and the amount of your losses. 





MONTHLY MEETING ST. LOUIS 
ASSOCIATION 
The Retail Credit Men’s Association of St. 


Louis held its regular monthly meeting and 
banquet at the American Hotel Annex, Tues- 
day evening, April 20. Edw. F. Hagemann, 
president, was the presiding officer, and some- 
thing over fifty members were in attendance, 
The association was addressed by Mr. D. D. 
Holmes, a prominent attorney, who spoke on 
the subject of “Arbitration Law.” 

Our association is preparing to send a large 
delegation to the National Convention at Du- 
luth. The following houses were unanimously 
elected to membership: Dr. Chas. Ellis, O. 
C. Conkling, photographer; Inland Valley 
Coal Company, Missouri and Illinois Coal 
Company, Steinlage Sanitary Milk Company, 
Wilco Farms Dairy Company, and Berry- 
Bergs Coal Company. Very truly yours, 

Nose R. Jongs, 
Secretary. 





The hand of friendship when doubled up 
into a fist makes the best little knocker in the 





And then make a new resolution. world. 





WHAT IS A SALESMAN? 


When the train pulls in and you grab your grip, 
And the hackman’s there with his frayed-out whip, 
And you call on your man and try to be gay, 
And all you get is “Nothing doing today,” 

Then you’re a Peddler, 

By gad, you’re a Peddler. 


When you get into town ard call on your man, 
“Can’t you see any, Bill?” “Why, sure I can”; 
You size up his stock—make a rough count, 
And “Bill” presently says, “Send the usual amount,” 
Then you’re an Order Taker, 
By gad, you’re an Order Taker. 


When you travel along, and everything’s fine, 
And you don’t get up until half-past nine, 
When you see each concern and talk conditions, 
And write it all home with many additions, 
Then you’re a Traveling Man, 
By gad, you’re a Traveling Man. 


When you call on your trade and they talk “hard times,” 
“Lower prices” and “decided declines,” 
But you Talk and Smile—make the world look bright, 
And send in your orders every blamed night— 

Then you’re a Salesman, 

By gad, you’re a Salesman! 


—Anonymous. 
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INSTALLMENT CREDITS 
By JoHn A. HACKER 
Credit Manager 
Hellrung & Grimm H. F. Co., St. Louis, Mo. 


When an applicant for credit enters the 
store he is asked what he would like to buy 
and about the amount of credit he expects to 
receive. 

When this is ascertained he is asked the 
amount of deposit he can make. If same is 
satisfactory and meets with the required terms, 
the goods are selected. If not up to the re- 
quirements, he or she is conducted to the 
credit man’s office where they are questioned 
and terms made. 

Quick decisions are necessary. A few min- 
utes conversation with the prospective cus- 
tomer must determine the value of the risk. 
If satisfactory they are turned back to the 
salesman to make their selection. 

It is most important that the Salesman and 
the Credit Man co-operate. The Salesman 
can often get information from the prospective 
customer while he is waiting on him or her, 
which the Credit Man would be unable to ob- 
tain. 

When brought to the Credit Man’s office 
the credit seeker is more or less like a clam, 
especially women who are more sensitive and 
somewhat embarrassed, — will not readily an- 
swer questions put to them. ‘Therefore, the 
Credit Man must proceed carefully with his 
questions. 

The sources of obtaining Credit Informa- 
tion are generally the same,—through the 
Credit Agencies, Local Business Men and 
Merchants. It is also customary to ask the 
applicant for reference. The Credit Man is 
often very liberal in taking chances on the in- 
tegrity of the prospective customer. As a rule 
a chattel mortgage accompanies every sale. 
Some applicants bear all the earmarks of being 
honorable and trustworthy while others look 
dubious and must be investigated searchingly. 


THE OFFICE CUT-UP 

A colored gentleman, on trial for his life in 
a South Carolina town, was asked if he had 
anything to say before sentence was pro- 
nounced, and replied: 

“All I has to say is this, Jedge—if you all 
hangs me, you hangs the best bass singer in 
South Car’lina, suh.” 








“KNOCKERS” 
Look for strength in people, not weakness; 
for good, not evil. Most of us find what we 
search for—BE FAIR. 


COLORADO RETAIL MERCHANTS 
CO-OPERATE FOR CREDIT 
PROTECTION 


A movement is on foot to interest the retail 
merchants of the state in an organization to 
be known as The Colorado Retailers’ Asso- 
ciation. Articles of incorporation recently 
filed with the Secretary of State outline a plan 
which, if supported by the retail merchants of 
Colorado, will save them thousands of dol- 
lars in bad accounts each year and enable them 
to collect large sums from delinquent debtors 
which would otherwise be a total loss. 

It is the plan of the association to have a 
membership composed of retail merchants in 
all lines of trade. Each member is required 
to report the names of all delinquent debtors 
to the secretary, who will compile them in 
alphabetical order by counties for the entire 
state, and furnish each member with the list. 
The list will have the appearance of a maga- 
zine and be corrected each month; which 
means that the members will always have a 
revised, up-to-date Credit Guide for the State 
of Colorado. This plan will practically elim- 
inte the roving dead-beat and induce delin- 
quents to pay up rather than have their names 
appear in such a list. 

The Colorado Retailers’ Association will 
have the combined support of all retail mer- 
chants in the State of Colorado, which co- 
operation means that the retailer in the smaller 
towns can have real credit protection. 

Willis V. Sims of the Credit Reporting 
Company of Colorado Springs has been chosen 
as secretary for the new association. The 
first issue of the association magazine, known 
as the “Credit Record,” appeared on May 1. 





BALL GAME—1915 
Agency Men vs. Credit Men 


How many remember the game at Roches- 
ter in 1913? How many missed it at St. 
Louis last year? ‘There were good reasons. 
Well, this grand old sport will be revived at 
the Duluth Convention. We have engaged 
the ground at Pike Lake, a beautiful summer 
resort, just twelve miles from Duluth. 

The writer recently called on Brother Gil- 
fillan of Minneapolis, and he advised me that 
they have some real ball players. I also un- 
derstand that William Rauch of Newark, N. 
J., has a team selected that will do better work 
than the one that played during 1913 at Roch- 
ester. They both claim to be pennant winners. 

Remember the dates—August 18, 19 and 20. 
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COURTEOUS COLLECTION OF DELINQUENT ACCOUNTS 
By H. C. Gatioupe, Los Angeles, Cal. 


It has frequently been said that the business 
of collecting overdue accounts is a science, but 
I fail to see how such a statement can be made 
to square with the daily conditions the pro- 
fessional collector has to deal with. To my 
understanding, a science refers to a given rule 
whereby the combination of two or more given 
elements produces a definite result, where- 
as the collection business has so many corners 
and so many angles that to apply any given 
rule to all cases would inevitably produce con- 
fusion and many times complete failure. 

The collection business—for it must be 
called a business with its own idiosyncracies— 
calls for broad business experience, a general 
knowledge of every changing condition, good 
business judgment and ability to read human 
nature, an abundance of patience, and last but 
not least, complete control of oneself. The 
collector who gets angry and “flies off the 
handle” loses his case before he has begun. It 
is a special line of work that needs to be done. 
Business men need the service of a responsible 
and reliable professional collector—the man 
who makes this work a regular business. 

Something has evidently gone wrong in the 
past, for it is a common statement among busi- 
ness men that “I have had all the experience I 
want with collection agencies,” and so I have 
been looking around for a reason why, and 
while I have discovered some of them, yet in 
this article I will not discuss the shortcomings 
of myself or others, but will give my concep- 
tion of a modern collection agency, and how I 
shall conduct that branch of the business of 
The California State Legal Association. 

Having already told you some of the re- 
quirements for success in the collection busi- 
ness, I will add what Lincoln is credited with 
saying, “Any business that is worth while is 
worth doing well.” Admitting that the col- 
lection business is much needed by business 
men, it calls for the application of the same 
high business principles that have proven suc- 
cessful in all other lines. The days when 
“bulldozing” tactics, threatening and intimi- 
dating letters were in use have. long since 
passed, and it is an old saying, but still a true 
one, that ‘‘molasses will catch more flies than 
vinegar.” So’ in the collection business, the 
man who fires his whole battery in his first 
letter by threatening prosecution and other 
dire calamities, has nothing in reserve and his 
So also is the 
day of effective printed form letters past and 
gone. Each letter going out of my office is 


dictated to suit the particular conditions sur- 
rounding each claim, and personally signed— 
possibly excepting purely formal matters. 


No two cases are alike. Each one is studied 
and otherwise investigated, and the informa- 
tion gleaned from debtor and creditor are 
noted on a daily working card, so that facts 
and conditions are available and an intelligent 
letter can be written that really covers the sit- 
uation immediately in hand. The whole situa- 
tion calls for constant supervision and personal 
executive direction, and this is one of the es- 
sentials for success in the collection business. 


I have found that many people have a cer- 
tain fear of going to the office of a collection 
agency, because there frequently is an air or 
attitude of mystery surrounding them. In con- 
travention of this idea, we endeavor to make 
our offices as attractive as possible, and to 
maintain a wholesome air of cordiality, all of 
which has its immediate effect and causes the 
debtor who calls to feel he is in responsible 
hands. The professional collector is the mid- 
dle man, and he should be always ready to 
listen to the tales of hard luck and woe the 
debtor has to offer as a reason why the claim 
against him has not been paid. However, when 
the confidence of the debtor has been gained 
you are in better condition to “get together” 
than before, and he is given to understand 
from the very beginning that it is a business 
matter and nothing more. The pressure that 
may become necessary is reserved for the op- 
portune time, except in conditions or circum- 
stances calling for pressure at the beginning. 
We are gradually inducing persons against 
whom we hold claims to call at our offices and 
talk the matter over with us as man to man. 


We are not justified in assuming that be- 
cause an account has been unpaid for a long 
time that the person owing it is a dead-beat, or 
even dishonest. Neither should it be assumed, 
though sometimes it is difficult to think other- 
wise, that by reason of failure to respond to 
one, two or even three letters, the party is a 
dead-beat, for there is a peculiar streak in hu- 
man nature, yet unnamed, that somehow im- 
pels the person who becomes financially in- 
volved to shun his creditors. How many men 
of your own acquaintance who, when owing 
an account they cannot meet, deliberately go 
to their creditors and frankly tell them so? 

Admitting that these things all have a direct 


bearing on the business of collecting overdue 
accounts, the successful collector and adjuster 
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of business differences must not only be in pos- 
session of all these facts and conditions, but he 
must be able to discriminate between the just 
and the unjust, the truthful and the untruth- 
ful. So, as I stated in the beginning, the col- 
lection business calls for and must have the 


application of the same business principles that 
have proven successful in other lines. —The man 
who succeeds must be able to cope with these 
conditions—be pleasant at all times, honest, 
straightforward, firm in his decisions, and 
above all, he must pay his bills promptly. 





A FREE FIELD 


A young graduate in law, who had some ex- 
perience in Chicago, wrote to a prominent 
practitioner in Arkansas to inquire what 
chance there was in that section for one such 
as he described himself to be. 

“I am a Republican in politics, and an hon- 
est young lawyer.” 

In a few days he received this encouraging 
reply: 

“If you are a Republican, the game laws 
here will protect you, and if you are an honest 
lawyer you will have no competition.” —Ex- 
change. 


MAXIMS OF A CREDIT MAN, AFTER 
TWENTY YEARS’ EXPERIENCE 


1. Anybody can dish out goods, but the 
credit man takes the risk when he does so. 

2. Slow accounts are dead limbs on the tree 
of credit. Lop them off. 

3. A ledger is like the face of a clock—it 
tells at a glance if the debtor is on time. Keep 
an eye on your ledger. 

4. To err is human, to forgive, divine. 
Mercantile agencies are human. They must 
be forgiven a whole lot. 

5. Signed statements often contain jokers. 


Kill the joker. 





HOW TO BE A NEWSPAPER MAN 


Irvin §. Cobb says that there is no such thing 
in the world as a Born Writer 


When Irvin S. Cobb was asked by Yale 
men how to succeed in the business of writ- 
ing, the Editor and Publisher and Journalist 
says, he replied: 

“I don’t think there is such a thing as a 
born writer. I don’t believe any literary roos- 
ter was ever hatched that could crow the day 
he pipped the shell. I do think there are some 
who are born not to be writers. Writing is 
a trade to be learned—like bricklaying, for 
instance. As in any other trade, some learn 
it faster and some learn it better than others.” 

“From my observation,’ continued Mr. 
Cobb, “I should say that a college education 
neither makes nor mars a man if he is born to 
be a newspaper man. I do not say born a 
newspaper man. I am sorry I did not get a 
chance to go to college, for I believe it rounds 
out a man’s life, when he is at a period when 
he is particularly responsive to the peculiarly 
beneficial influences of the college life and is 
enthusiastic for mere living. 

“As for the regular schools for journalism, 
I think they are without doubt justifying them- 
selves. I don’t think anyone could be gradu- 
ated from one of them and at once become a 
finished newspaper man, but I do think he 
would stand a better chance eventually of be- 


coming one than a man of equal ability who 
had not taken such a course. 

“One of the first fields to which the literary 
aspirant turns is newspaper work. And it’s a 
bully game ; though perhaps not as a life work, 
unless a man intends to specialize in some one 
of its branches. I do not know any trade 
where a man sees more angles of life than as a 
reporter. It is certainly the most attractive, 
the most fascinating and the poorest paid trade 
in the world. 

“To be a good reporter is to enter the most 
useful form of endeavor that a so-called liter- 
ary career can assume. Novelists and short 
story writers are common, essayists are also 
numerous, as are dramatic critics and the like; 
but good reporters are the scarcest and most 
valuable things in the newspaper business to- 
day. 

“I think the best natural asset a reporter 
can have to start with is a good memory, with 
some of the features of a card index to it—a 
classifying memory with a power for repro- 
ducing what has been entrusted to it. If a 
reporter is not naturally endowed with such a 
memory, I should advise him above all to do his 
best to cultivate one.” 
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ROLL OF HONOR 


RETAIL CREDIT MEN’S ASSOCIATION OF ST. LOUIS 


For Excellent Work in This Issue 


RETAIL CREDIT MEN’S ASSOCIATION OF ST. PAUL 


For Excellent Work in the April Issue 


RETAIL CREDIT MEN’S ASSOCIATION OF MINNEAPOLIS 
For Excellent Work in the March Issue 
R. H. POINDEXTER, National Treasurer 
With D. Loveman, Berger & Teitlebaum, Nashville, Tenn. 


BEN C: NANCE, Member Board of Council 
With Huddleston-Cooper Co., Nashville, Tenn. 


NOBLE R. JONES, Secretary 
Retail Credit Men’s Association, St. Louis, Mo. 


HENRY M. LEWIS, Manager 
Merchants’ Credit Bureau, Wichita, Kansas 


EDWARD F. DURBIN, Manager 


California Commercial Service, Los Angeles, Cal. 


W. A. SHURR, Member Board of Council 
With Woolf Bros., Kansas City, Mo. 


J. M. MEINHARDT, Assistant to Secretary 
Los Angeles, Calif. 


SIG. WOLFORT, Director Retail Credit Men’s National Assn. 
With Stix Baer & Fuller, St. Louis, Mo. 


Cc. F. ROADNIGHT, Member Board of Council 
With The Crescent, Spokane, Wash. 


WARREN P. BROWN, Credit Manager 
The Utica, Des Moines, Iowa 


Beginning with the January issue we inaugurated our Roll of Honor, 
and are pleased to publish additional names of such great hustlers as appear 
above. For the good of those who may have overlooked the past issues 
we state here what must be accomplished to have your name inscribed 
upon the Roll of Honor. 

It is necessary that you send in six or more new members before the 
date of the next National Convention, at Duluth, August 18-19-20. 

These Honor members will be furnished with an engraved certificate, 
with an expression of thanks and gratitude thereon, signed by our worthy 
president. Also they will be presented with one of our gold “Lapel But- 
tons” with the insignia of the National Association. 

Now, gentlemen, show your natural worth toward having your name 
appear upon the Roll of Honor for April. 

Your secretary offers three cheers for the hustlers whose names already 
appear. 
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BAD CHECKS AND SKIPS 


From Spokane, Wash., a J. F. Coates, for- 
merly of Montana. Thought to be in Los 
Angeles, Cal., but may be elsewhere. Is a 
good one to run bills and not pay. 

From Minneapolis, Minn. H. A. McLin- 
den ran a candy-butcher shop in that city from 
about Dec. 1, 1914, to April 11, 1915. Left 
suddenly, owing some accounts, and is thought 
to have gone to San Francisco, Cal. Address 
desired if located. 

From Denver, Colo. Tom Woods, who 
was residing for a time at 924 Blaine street, 
Los Angeles. Has left there for parts un- 
known. 

From Minneapolis, Minn., a Walter Car- 
ter, formerly of 3149 Holmes avenue of that 
city. Was employed as a laundry driver and 
is supposed to have gone to Vancouver as a 
professional ball player. 

From Denver, Colo. A bad-check passer, 
whose description is as follows: About 35 
years of age; height 5 feet 10 inches; weight 
about 160 pounds; complexion dark and sal- 
low ; face smooth ; features rather sharp ; usual- 
ly wore a blue suit, soft dark hat. Cashed 
eight worthless checks for $85.75 each on 
some of the retail stores. He operated as fol- 
lows: Would present his card, reading, “S. 
E. Porter, 422 Santa Fe Ave., Pueblo, Colo., 
Porter Plumbing and Heating Co.” Would 
purchase a bill of goods and order them sent 
by express or parcels post to his address at 
Pueblo. The fraudulent check would be pre- 
sented and he usually received about $60.00 
in cash. The checks were lithographed in 
black ink on light-blue paper. A check pro- 
tector was used in filling in the amount upon 
the checks. There was a party of this name 
living at Pueblo, who bears an excellent repu- 
tation, which made the passing of the checks 
quite easy. The merchants of Denver will 
send to any part of the United States for this 
party if located. In the event of his being 
located, please correspond with Mr. E. A. 
Howell, Suite 612, A. C. Foster Building, 
Denver, Colo. 

From Minneapolis, Minn., April 20, 1915. 
Forged checks on First National Bank, all in 
same hand, signed “Miss F. Anderson, Mrs. 
F. Stacy, Mrs. J. Hayes, Mrs. J. Clark, Mrs. 
H. Brown.” All $10.00 or less. Drawn on 
small standard pink blanks, endorsed variously 
and several with impossible addresses of en- 
dorser. 

Look out for O. K.’s on checks. Forged 
check on the Mercantile State Bank, with 
forged signature of Butler Bros., by J. Jones, 


was passed in payment for goods. Party called 
up the store from a public phone and asked 
the name of the superintendent. Then pre- 
sented the check with the superintendent’s O. 
K. forged on the back. 

In this case the cashier was sharp enough 
to send for the superintendent to verify, and 
in the meantime the crook had left. Descrip- 
tion: Man about 25; 5 feet 10 inches, light 
complexion, smooth face, brown eyes; wore 





dark suit. Cuas. R. LANE, 
Secretary. 
AMENDMENT NECESSARY 


Hillyard, Wash., April 21, 1915. 
H. B. Richmond, Secretary 

Retail Credit Men’s National Assn., 

Brauer Bldg., 345-7 S. Spring St., Los 

Angeles. 

Dear Sir :— 

I have today mailed to Mr. McLeod of the 
Pacific Credit Reporting Company, Spokane, 
Wash., my application for membership in 
your organization. Also my check for $3.00 
for one year’s dues and one year’s subscrip- 
tion to The Credit World. The reason for 
sending it through him is so he will get credit 
for the new member. 

Will you please advise me what effort, if 
any, is being made to amend the present Unit- 
ed States Bankruptcy law? We in this part 
of the world, and especially in a railroad divi- 
sion point, are getting beat every month by 
this most damnable practice. The railroad 
men are using that method of cleaning off 
their bills for the necessities of life and still 
hold good positions on the railroad. One fel- 
low who just stung me is a $140.00-a-month 
yardmaster for the Great Northern here, and 
he is even paying his $1.00 shaving bill, also 
his shoe repair bill of $4.50, in that way. In 
his list of creditors there is almost every con- 
ceivable necessity of life. There is no doctor 
bill, so that he had no hard luck. 

Kindly let me know what you are doing and 
you can rest assured of one good booster to 
help the cause along from this town. 

Yours very truly, 
A. M. Murray. 





A physician, treating a patient for indiges- 
tion, told him to take a dill pickle and see if 
he could hold it on his stomach. Next morn- 
ing the patient telephoned: “The pickle was 
all right, doctor, as long as I was awake, but 
when I fell asleep it rolled off.” 
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NATIONAL CONVENTION 
Duluth, August 18, 19, 20 


Who’s goin’? I’m goin’. Ain’t you? Well, 
if you ain’t, you'll sure miss 
something. 


When meaning is properly conveyed Grammar is 
oftentimes excused. However, boys, the above is truly 
characteristic of what one Credit Man might have 
said to another had Credit Men been in existence two 
hundred years ago “away down” in Arkansas. 

Gentlemen, if you will attend this Convention you 
shall have the pleasure of meeting great Credit man- 
agers from coast to coast, all 1915 models, each carry- 
ing something up his sleeve for the special purpose 
of enlightening his brother worker “in the game.” 

If you have a vacation coming to you spend it in 
Duluth. The National Association intends making 
this gathering an epoch in the Credit Man’s history. 
The Landing of the Pilgrims at Plymouth will not be 
one-two-three with the stunts that are expected to be 
pulled off at Duluth when Mr. Woodlock herds his 
bunch into session. Every possible effort is being put 
forth to make your visit long to be remembered. 
Kindly notify your Secretary of your intentions. 

Again urging you to attend, I am, 

Sincerely, 
H. B. RIicHMonpD. 
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OFFICIAL NOTICE 


Each member of our Association is entitled to a 
voice in the conduct of our affairs. We invite you 
all to attend the Convention at Duluth on August 
18-19-20. 

In addition to the benefits you will get from meet- 
ing Credit Men from all sections of the country you 
are guaranteed a pleasant visit by our brother Credit 
Men of beautiful Duluth. 

We need your advice and counsel. You need a 
vacation. So arrange at once to go to Duluth the 
third week in August. Write the Secretary telling 
him you will be there. 

D. J. WoopLock, 
President. 


OUR TRUE SPIRIT 


Every agency man in the country is invited to 
attend our Convention. We want to co-operate with 
them and we want them to co-operate with us. Each 
needs the other’s help. We have no secrets from the 
agencies and their representatives can attend all our 
meetings. 
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“PAY-UP WEEK” PLAN OF BUSINESS MEN FOR GOOD TIMES 


Everybody Urged to Square Debts as Far as Possible May 22-29 


Funds Change Hands 


Money Simply Passes Around and All Will Be Happy, Is Statement 


Designation of seven days as “Pay-Up 
Week,” a time when every Colorado man 
shall pay his debts as far as possible, is the in- 
novation by which the Colorado committee on 
unemployment and relief plans to set moving a 
wave of prosperity which shall sweep the state 
and rid this part of the country of the indus- 
trial depression due to the European war. 

May 22 to May 29 is designated as “Pay- 
Up Week,” and every debtor is urged to liqui- 
date his accounts then. If citizens and firms 
unite in this movement for the state’s welfare 
all will have practically the same amount of 
money at the end of the week. The difference 
will be only that millions of dollars worth of 
debts will have been canceled throughout the 
commonwealth. 

Colorado business will breathe easier and 
cash now on hand, still within the state, will 
be available for new enterprises, new exten- 
sions of business, and the resumption of tem- 
porarily abandoned schemes. 

It is a fundamental principle in business psy- 
chology, the committee shows, that if A has 
$5 and owes it to B, and B has $5 and owes it 
to C, and C has $10 but owes $5 to A, all are 
worried a little over the situation. None of 
the three wishes to pay until the man who owes 


him has settled. Neither dares any of them 
embark on further business lest they be pressed 
by the creditors. 

With a proper observance of “Pay-Up 
Week,” all these accounts will be settled at 
once and business will liven instantly to an 
amazing extent. The mere liquidation of ac- 
counts will render available great sums for im- 
provement and investment. The effect will be 
as if millions of dollars of Eastern money had 
suddenly been sent to Colorado, the land of 
opportunity, with the demand that it be invest- 
ed immediately. 

“Act good times and talk good times,” says 
the committee, ‘‘and good times will be here.” 

The committee is writing to employers, 
cities, newspapers and commercial clubs asking 
their co-operation in the movement which is to 
banish the bogy man, Hard Times, from the 
state. 

The committee is advertising good times 
ahead, so that all good red-blooded business 
men, with the interests of the state at heart, 
may know that three weeks from now good 
times will be here—the week when every one 
will settle up and take the money that is paid 
to him and go ahead, work for his own benefit 
and that of the greatest state in the union. 





MEMBERS OF ASSOCIATIONS OF 
TWIN CITIES THROW BUSINESS 
CARES TO WINDS 


Fun and fraternity gratified the 250 guests 
—half of them women—who attended last 
night, at The Saint Paul, the fifth annual 
“get-together” of the Minneapolis and the St. 
Paul Credit Men’s Associations. Two clever 
playlets, the work of H. J. Kenner, Minne- 
apolis, one of which was presented by each 
association, afforded an exceptional pleasure. 

The “food list” included “Gilt Edge” bouil- 
lon, “Delinquent” trout, “Doubtful” eggs, 
“Dead beets,” “Turn Down” cheese and 
“Never Settle” coffee. 

Practical Hints Placarded 

Placards about the walls of the palm room 
set forth such practical hints as: 

“Forger—A man who tries to make a name 
for himself, but picks out the wrong name ;” 


“Money is the root of much friendship;” 
“Perseverance is the root of all money.” 
Song Succeeds Feast 

Immediately after the dinner every one who 
could sing, and some who couldn’t, joined in a 
“Tipperary” parody, of which the first chorus 
ended, “It’s the wrong, wrong day for Minne- 
apolis when they meet the St. Paul nine,” and 
the second, “O, the gay play day for Minne- 
apolis is when St. Paul bowls a game.” 

Harmony Is Dwelt On 

In response to a formal welcome by Presi- 
dent Harry B. Humason of the local associa- 
tion, Mr. J. Solon, president of the Flour City 
body, mentioned the unusual degree of har- 
mony between these credit organizations of 
cities that are commercial rivals. 
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Last Minute Editorial 


To conquer we must stand as a unit. We cannot hope to be a great power in mercantile 
society without the concentrated efforts and assistance of each and every member of this asso- 
ciation. During the past eight months I have drained the cup of Energy in my various appeals 
for assistance. I cannot understand the apparent unconscience, ungrateful, selfish attitude of 
the majority. It is not yet too late for you to retrieve and show your officers that you have in 
you a last minute “revival” of to receive “you must give.” 

What have you extended to the association in the way of actual assistance towards fur- 
thering the growth of “your” association? ‘The “heart” of the unselfish man will not allow 
him to travel on forever and “soak” up the good of others without retaliation. It’s unfair. I 
receive almost daily inquiries of how many members have we. Is it possible to print words of 
some unknown magnetic power that will make this ungrateful class of members do something? 
If it is I will offer a reward to the lady or gentleman who will enlighten me on this subject and 
produce “some” prescription that will put this “never-do-nothing” horde to work. 

If this “heart-rendering” appeal does not thaw out the systems of these “ironclad” sufferers 
of indifference, then your Secretary’s “brand of hop” is valueless to the Credit World. I real- 
ize that your daily pace is rapid. So is mine. But nevertheless progress must be made. This 
“near busyness” is mostly a “bee.” The world’s greatest captains of industry find time to do 
what is justly their duty. It’s the “busy man” that is never “too busy” to get busy when a 
problem is put to him, such as I am setting down right here in an earnest effort, seeking 
your co-operation in a cause that will as sure as the sun sets over your home to-night, bring you 
more in return a hundred-fold than is your most lucid imagination. ‘Don’t be a chair-warmer” 
always, get busy with those applications blanks which you have pigeon-holed, and agreeably sur- 
prise me by putting a little action into your self-contented system. 

Sincerely, 
H. B. RicHMmonp, 
Secretary. 





“Credit men” are “Dandies” when they do not lose, 
“Their lot is hard,” but is only “Jarred” 

By some bad card, who “skins him.” 

As days roll by “sure” some “wise guy” 

Will surely “try” to slip in “by” his eagle eye, 

As though he were a soldier spy. 

“Gosh,” what a loss; so many “cents,” 

A black eye to his “Loss Percent”; 

But be content, dear “Credit Man,” 

You are not yet an “also ran.” 





Realize our great future. 


Others are hustling—‘“are you crippled?” 

Two and two make four. Have you sent in this many members? 

To be or not to be—I hope you “may be” at Duluth in August. 

Easy to sit and while your time. If spent time was money I would sure be 

Never too late to mend—Better commence. [ bankrupt. 
RICHMOND. 
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One of the latest books brought to my attention is entitled 
“Footsteps to Wealth,” by Ira J. McGee, of Los Angeles, Cal, 


Mr. McGee claims that his book will be the 
means of revolutionizing old Line Legal Reserve 
Life Insurance, and will also be the means of 
distributing millions of dollars to the present pol- 
icyholders. 

By permission, we herewith publish the Intro- 
duction and Chapter One. We hope to be per- 
mitted to print more of this work in our next 
issue.—EDITOR. 


INTRODUCTION 

We are living in an epoch of progress along 
every line of science, literature and art, but 
the greatest progress of the present day is made 
along the line of social economics. For a 
great many years, the nation has felt the want 
of proper training along the most important 
question of the present day, the question of 
how to overcome the “high cost of living.” 
But in all of our progress, we have overlooked 
one vital problem, and that is, “the high cost 
of dying.” 

One of the most important subjects of the 
present time is the question of what we shall 
do to protect the widows and orphans of the 
nation, after the bread earner has passed away. 
Our only apparent solution to this problem is 
“life insurance.” 

When we consider the vast importance of 
life insurance and its proper manipulation, it 
is indeed strange that the average man or wom- 
an knows little or nothing about its inner work- 
ings. 

Almost every branch of human endeavor 
seems to be of more interest to the average 
man than his own life insurance. 

The attitude of the public toward life in- 
surance seems to be, “It is too intricate to un- 
derstand.” 

In fact, a life insurance policy is looked 
upon as a thing too sacred to examine. 

It is a blessing in disguise, which, if criti- 
cised in any way, might disappear. 

The insured never asks or questions what 
becomes of his annual premium. 

He never suspects that he might be over- 
charged for his protection. 

He never asks for an itimized bill, but as 
long as he feels reasonably sure that his wife 
and babies will receive the principal amount 
stated in the policy, he is more than ready and 
willing to pay his premium year after year, 
even though his premiums added together 
might amount to more than the face of the 
policy. 

The life insurance premium is paid prompt- 
ly, very often at an extreme hardship to the 
insured, but it is paid in a grateful spirit, for 


the insured apparently believes that he is great. 
ly privileged in being allowed to carry a policy, 

When the insured hears that his company 
has piled up an immense reserve, he is happy, 
thinking his family is well protected. But he 
never stops to think how this reserve has ac. 
cumulated. He seems to believe this vast 
amount is hoarded up by the company in order 
to protect his individual policy, and he is ever 
ready to defend and highly recommend the 
company which has worked so nobly for him. 

The insured does not stop to realize that 
through this vast amount of reserve the in- 
surance companies might secure a monopoly in 
the financial world which will eventually dom- 
inate and control the entire business enterprise 
of the nation. 

If, in a moment of extreme thoughtfulness, 
the insured becomes suspicious that something 
might be wrong in his method of protection, 
he quickly overcomes his suspicions, for he be- 
lieves in letting well enough alone in a mat- 
ter of which he understands nothing or very 
little. 

He has set his faith in his State Insurance 
Commissioner who will certainly do all that 
is possible to protect him. His doubts are 
allayed by the company’s agent, who in flowery 
language drowns any suspicions the insured 
may have harbored. 

Beautifully written articles in high-class 
magazines and newspapers further allay his 
fears, for they flatter him into feeling that he 
is doing exactly right in carrying his insurance. 

It is true that life insurance is the best thing 
in the world for humanity if carried properly, 
which is, to secure the greatest amount of in- 
surance from the least expenditure of money in 
premiums. 

Where death occurs soon after the policy 
is issued, the insurance protection becomes in- 
deed a great benefit to the family. But in the 
great majority of cases the cost of life insur- 
ance becomes a burden because of the con- 
tinuous premium payments exacted by the 
companies to carry the policy. 

It is the intent to set out in this work the 
proper method of carrying insurance in order 
to secure the greatest benefit to the family. 

The writer will penetrate the hidden mys- 
teries of the present day method of transact- 
ing the life insurance business of this nation 
and will uncover for the benefit of the insured 
all there is of falseness and harm in the present 
system. 
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CHAPTER I 
Oxtp Line Lecat Reserve Lire INSURANCE 

Old Line Legal Reserve Life Insurance of 
today is operated according to a very simple 
business system, in fact, it is operated along a 
method at once so simple yet so unscrupulous 
that it is surely a mystery how the life insur- 
ance companies have been able to operate under 
such a deceptive system of high finance for so 
many years, without being severely denounced 
prior to this. 

The insurance companies have become rapa- 
cious dictators of the money and business in- 
terests of the whole nation. Their constant 
attention is directed toward securing a mo- 
nopoly in order that they might be able to con- 
trol and handle the banking, railroad and 
business interests of this great nation. 

The only way the insurance companies may 
gain this coveted control of interests is to horde 
up millions of dollars in their vaults, to be used 
when the time is ripe. The only way these 
millions of dollars can be secured by the com- 
panies, in order to accomplish their ultimate 
purpose, is by gathering in vast amounts of 
money from their policy-holders, more money 
than they intend or ever need to repay under 
the terms of their policies, giving in exchange 
only false promises. If the insured does not 
know how to help himself and recover his 
money he is the loser and not the company. 

The insurance companies tread as far on 
dangerous lines as high-priced lawyers, skilled 
actuaries and ignorant State Insurance Com- 
missioners and lawmakers will permit. 

The control of this country is slipping into 
the hands of the life insurance manipulators at 
a most rapid pace, and should be checked by 
quick action on the part of the lawmakers. 
Yet the lawmakers themselves know little 
about the inner workings of life insurance. 

The trend of the times is toward public 
ownership of all public utilities, and the peo- 
ple of the nation advocate, write and lecture 
on public control and ownership of railroads, 
telephones, water companies, etc., but the idea 
of owning and controlling the great life in- 
surance companies of our country has appar- 
ently never been conceived. The time has 
come, it is now necessary, for the insured and 
the entire business interests of this country, in 
order to preserve their rights and business op- 
portunities, not only to regulate, but to own 
and control these great life insurance institu- 
tions, organized as they were, for the purpose 
of protecting the home, the widow and the 
orphan, yet ‘falling far short of their true pur- 
pose under the present system of transacting 

usiness, 


The policy-holders are in the majority and 
should control their own end of the game, yet 
we find that the 29,891,230 policy-holders of 
the nation, as shown by statistics, are spending 
millions upon millions of dollars in premiums 
more than are necessary to cover the protec- 
tion incorporated in the policy. 

It is not necessary for the companies to de- 
fend themselves by making the false claim that 
the enormous premiums charged for life in- 
surance are necessary in order to carry the pro- 
tection as indicated in the policy, for the av- 
erage policy-holder never seems to doubt the 
necessity of every cent he pays, but continues 
to pour in the full amount asked for in pre- 
mium, and for as long a time as is stated in the 
policy, and he seems well satisfied with the 
fabulous promises that have been given him as 
part payment by the companies. 

About the only confidence the companies 
ever bestow on the insured is a notice (dun) 
each year for another premium payment, of 
which the greater part goes into the Reserve 
never to be seen again by the majority of the 
insured. 

With a collection of figures calling for from 
four to ten times more money than is needed 
to handle the mortality end of the contract, 
and with the greater part of the payment lost 
in case of death, Old Line Legal Reserve Life 
Insurance is placed in the lead for iniquitious 
dealings. 





QUESTION NO. 999 


A man entered a drug store in a hurry and 
asked for a dozen two-grain quinine pills. 

“Shall I put them in a box, sir?” the clerk 
asked as he counted them out. 

“Oh, no,” replied the customer; “I want to 
roll them home.”—Kellog’s Square Dealer. 





Dear Mister Professor: 

Could you be so kind as to excuse my boy 
Johnny for not going to schule yesterday, the 
reason is because i wanted to wash his stock- 
ings, this won’t happen again this year. 

Much obliged, 
Mrs. Barr. 





Do not wait. 

Use your wits. 

Linger—when your work is done. 

Utilize every minute. 

The “world” is “open” to receive your “knowl- 
edge.” 


He will be there. Where? Why, Duluth. 
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DUN’S REVIEW 
Los Angeles, California, April 22, 1915. 


Financial conditions, as reflected by the sav- 
ings and commercial banks, are on the whole, 
changing for the better. This is shown by a 
substantial increase in the number of new ac- 
counts opened as compared with last year, the 
increase consisting largely of small depositors, 
and in the increase in total deposits. Loans 
are still for liquidation purposes to a consider- 
able extent, but improvement is being shown. 
The element of speculation has been eliminat- 
ed. Rates range from 6% to 7 per cent, the 
trend is toward lower interest rates. 

The commercial banks are taking care of 
their customers, but are not going much furth- 
er than this, and they are discouraging in- 
creases in loans already made. The general 
demand for money is not quite as heavy as it 
was a month or two ago. 

Jobbers report a slight increase in trade and 
a more hopeful feeling since April 1, and col- 
lections quite a little improved. Retail trade 
is very unsatisfactory in nearly all lines. 

Figures compiled by the Los Angeles com- 
mercial bulletin indicate that prices of staples 
are lower than at this time three years ago. 
Forty-two staple grocery items were investi- 
gated for purposes of comparison. ‘Twenty- 
five are lower than they were three years ago, 
twelve are higher and six are unchanged. Items 
which show an increase represent food stuffs, 
which are being heavily exported on account 
of the European war. It is also pointed out 
that the declines are heavier than the increases 
in price. : 

The following items are lower than they 
were three years ago: Cheese, butter, eggs, 
dried peaches, hay, potatoes, oysters, codfish, 
evaporated milk, gasoline, pickles, ham, lard, 
rice, starch, canned tomatoes, canned peas, lard 
compound, brooms, coffee, canned apricots, 
canned peaches, onions, oranges, honey. 

The following items show increases: Flour, 
corn, barley, Lady Washington and pink beans, 
seeded raisins, crackers, American sardines, 
corned beef, bacon, salt, sugar. ‘These items 
are unchanged: Prunes, salmon, coal oil, soap, 
canned corn, syrup. 

What is said to be the largest barley crop 
ever grown in the Imperial Valley is now ripe 
and being cut. The acreage is 80,000 against 
70,000 acres last year. 

Ginning of last season’s Imperial Valley cot- 
ton crop is practically finished and the crop, in- 





cluding that grown on the Mexican side wil] 
reach 50,000 bales, of which half is still in the 
hands of the grower. 

Indications point to the largest cantaloupe 
crop in the history of the Imperial Valley. The 
acreage is 8,000 and the crop is variously esti- 
mated at from 4,000 to 5,000 cars, valued at 
about $3,000,000. The question of distribut- 
ing the crop is worrying the producers, on ac- 
count of the policy of the federal trade com- 
mission. 

A local expert estimates that 17,000,000 
bushels of wheat will be raised in California 
this year, breaking all former records. In 
former years growers have turned their atten- 
tion chiefly to barley; but the high prices for 
wheat resulting from the European war re- 
sulted in a vastly increased acreage, while bar- 
ley will show a considerable falling off. The 
barley crop will total about 500,000 tons, 
against 800,000 tons in 1914. In some recent 
years the production of wheat in the state has 
been as low as 5,000 bushels. 

Oil production for February was about 
7,000,000 barrels, but the daily average sur- 
plus was twice as large as in January despite 
the fact that a greater amount was shut in. 
Daily average shipments were 219,196 barrels, 
a decrease of 4,000 barrels daily from January. 
The surplus was nearly 30,000 barrels daily, 
against 15,000 in January. Stocks are nearly 
60,000,000 barrels, but it is claimed that pro- 
duction is now nearer a normal basis than it 
has been for a year past. 


Imports for March were $377,233, an in- 
crease of about $75,000, as compared with 
March, 1914. Exports were $274,664, for 
March, about double the figures of two years 
ago, but a decrease from the same month last 
year. 

Shipments from Los Angeles and San Diego 
through the Panama canal to Atlantic ports 
totaled $309,406, for March. 

The total commerce of Los Angeles har- 
bor for February was $7,175,909 as compared 
with $4,000,000 in February, 1914. 

April quarterly bank dividends were about 
$500,000, dividend rates ranging from 6 to 28 
per cent. 

During March, 825 building permits were 
issued, totaling $1,200,000, against $560,000 
in February and $860,000 in January. 
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INTEREST AND CREDIT 


By AtrorNgy ALvin H. Low, 
Author of “Land, Money and Highways; 
Evils and Remedies” 


It is a conservative estimate that four-fifths 
of the business of this country is done on 
credit. Money loaned and payments deferred 
comprise the credit system. 

Banks are the leading money-lenders, and 
manufacturers and merchants are principally 
the other credit men. The “captains of indus- 
try,’ the farmers, manufacturers and mer- 
chants in general, are both borrowers and lend- 
ers; for a bill for products, commodities or 
goods, sold on time, is equivalent to a loan to 
the purchaser for its amount for the time be- 
tween the date of delivery and that of the 
payment of the bill; hence Interest is a prime 
factor in all of the business of the country. 
The national banks, being the banks of issue, 
set the pace as to the rate of interest ; as, while 
they receive their notes with the endorsement 
of the government free, thereby making them 
money, they charge their customers “all the 
trade will bear,” as a matter of course; and 
that is the criterion on which the balance of 
the business world must act, as a matter of 
self-preservation. The original money-lender 
must have his interest, which may be “the 
pound of flesh,” whether the business pays a 
profit to anyone else or not. It is said that 
ninety-five per cent. of business enterprises 
“go to the wall” sooner or later; and such 
failures are, I think, more often chargeable to 
excessive interest than to any other cause. 

Agriculture, on the average, pays only about 
two per cent. per year on the capital invested, 
if we allow the farmers reasonable wages for 
their work. Ten per cent. per year on their 
capital and surplus is a moderate average net 
return to the banks. 

It is a pertinent question right here: If we 
give all we earn to the money-lenders, what 
shall we have left to divide between ourselves 
and our employes? 

I have shown in my book, “Land, Money 
and Highways; Evils and Remedies,” how our 
government has fostered the money monopoly, 
and how we can regain our rights and estab- 
lish justice in our economic system. The next 
issue of the book—the thirtieth thousand—will 
contain the following memorial to Congress, 
which I publish here, so that those who may 
not have a copy of the book can see what the 
remedy which I advocate is, for the evil of 
our present money system, notwithstanding the 
“Federal Reserve Act” recently passed. 


A law in accordance with this memorial 
will, I believe, go a long way toward the sci- 
entific solution of our whole capital and labor 
problem. Extra copies of the memorial will 
be sent free to any purchaser of the book, on 
request. The price of the book, “Land, Money 
and Highways; Evils and Remedies,” by mail, 
is 50 cents per copy, or three copies $1. Ad- 
dress Alvin H. Low, 1417 South Hoover 
Street, Los Angeles, Cal. 

The author earnestly solicits co-operation 
by all persons interested in getting this me- 
morial passed by every state legislature in the 
Union, unless Congress acts upon the sugges- 
tion before the memorial shall have made the 
rounds. Correspondence relating to it will 
receive prompt attention. 

MEMORIAL TO CONGRESS 

The Memorial of the Legislature of the 
State of — to the Congress of the United 
States, relating to Money, respectfully repre- 
sents: 

That Use is the foundation of value. 

That money is the measure of commercial 
value, and should be as fixed in value as it is 
possible to fix it. 

That supply and demand for use determine 
the commercial value of money, no less than 
that of labor and commodities. 

That interest is the price paid for the use 
of money and indicates the value of money at 
a given time and place. 

That to fix the value of money, so that the 
money system shall be a just measuring sys- 
tem, it is not only necessary to prescribe the 
material of which the unit of the system is 
composed (as the gold dollar), but the price 
of the use of that unit and that of all its rep- 
resentatives must be prescribed, and a supply 
of money must be provided to meet the de- 
mand at such price or rate of interest. 

That Section 8 of Article 1 of the Constitu- 
tion of the United States imposes on Congress 
the right and duty, not only to coin money, 
but also to regulate the value thereof, as well 
as to fix the standard of weights and measures ; 
therefore, be it 

Resolved, by the Legislature of the State 





of 


ae 

That the Congress of the United States is 
hereby requested to determine, by commission 
or otherwise, what is a just rate of interest for 
the use of money loaned and payments de- 
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ferred, and that it prescribe such rate as the 
legal rate. 

That it establish loan offices with the Postal 
Savings Banks and otherwise, wherever need- 
ed, and lend money therefrom to meet the de- 
mand at such rate not so met by other money- 
lenders, so that the normal rate shall be the 
legal and just rate. 

Resolved, That the Governor is requested 
to forward a copy hereof, to each, the Presi- 
dent of the United States, the President of the 
Senate, the Speaker of the House of Repre- 
sentatives in Congress, and to each Senator and 
Representative in Congress from this State. 


Atvin H. Low. 


NOTED PASTOR AND NATIONAL 
SECRETARY OF RETAIL 
CREDIT MEN GONFER 


Appreciative Words Regarding Utility 
and Scope of this Association 











At a conference held while lunching at the 
Clark Hotel, Dr. J. Whitcomb Brougher, 
pastor of Temple Baptist church, Los Angeles, 
and H. B. Richmond, secretary of the Retail 
Credit Men’s National Association, discussed 
at length the advantages of such an association 
in the elevation of the purchasing public and 
the elimination of the deabeat. 

Dr. Brougher is noted nationally as a man 
of unusual power and is always a champion 
for the cause of the uplift of honorable pro- 
motion in business. Mr. Richmond is editor 
and publisher of the Credit World, the official 
organ of the Retail Creditmen’s National 
Association, who was unanimously elected by 
the association at its convention held in St. 
Louis in August, 1914, and during the few 
months he has held office, has so effectually 
edited the Credit World that it has grown 
from a small pamphlet to the finest magazine, 
containing Credit information, published in 
this country today. Not alone does it contain 
Credit information of the highest standard, 
but it is brim full of information, short cuts 
and money making methods boiled down for 
the busy business man that will enable him to 
get a firmer grasp on his business in whatever 
line he may be located. During his adminis- 
tration it has always been his supreme effort 
and strong determination to build up intense 
enthusiasm among the members. 


— 


How well he has succeeded can be deter. 
mined by visiting the banquets held monthly 
at the Hotel Alexandria. 

The fast growing organization will have 
50,000 members on its rolls before the dawn 
of 1920, bound together with one great chain 
reaching from Coast to Coast with co-opera- 
tion as the connecting links and Loyalty, Good 
Fellowship and Enthusiasm as its strengthen- 
ing power. 

Mr. Richmond has been styled the man who 
never sleeps, and those who know him best 
believe it. 

He came to Los Angeles from Memphis, 
Tenn., about four years ago and has succeeded 
in becoming one of the more notable men of 
this city. His life is an interesting story of a 
successful business career, whose name is in- 
terwoven and linked with the magnificent 
progress and development history of his as- 
sociation. He has established a splendid repv- 
tation and has kept pace with modern progress 
and his achievements bear witness of them- 
selves. It is difficult for the average mind 
to grasp the stupendousness of the great in- 
dustrial organization that is being built up by 
his increasing and untiring efforts. 

At the Creditmen’s banquet held in the Ho- 
tel Alexandria on the evening of April 20, he 
was the second speaker of the evening and was 
hailed the hero of the occasion. He is con- 
sidered one of the biggest men in the associa- 
tion today. 





W. G. Jarvis of New York cites the ex- 
perience of a salesman who was getting some 
information upon a number of fellow-towns- 
men from the innkeeper, who had the repu- 
tation of possessing the greatest fund of in- 
formation about his neighbors. The conver- 
sation was about as follows: 

Salesman—“How does Mr. Smith stand 
financially ?” 

Answer—‘“No shingles on his roof.” 

Salesman—“How does Mr. Jones stand?” 

Answer—“Very few shingles; sailing of 
daily.” 

Salesman—‘‘How does Mr. Brown stand?” 

Answer—‘“Good roof, but unless it is closely 
watched will surely lose some of its shingles.” 

According to the innkeeper the credit ther- 
mometer was the condition of one’s roof. 
There is a moral in this not hard to find.— 
National Credit Men’s Bulletin. 





| 


| 











The Credit World 





























COMMENCE WORK NOW 
ON JULY NUMBER 

As stated in the April issue of the Credit World, 
it is your Secretary’s intention to make the July issue 
our Convention Number, containing Two Hundred 
pages. Every member of the National Association 
will be looked to, to contribute articles as well as put- 
ting forth your best efforts towards procuring Adver- 
tising. I hope shortly to meet all of you at Duluth, 
but beforehand I most earnestly trust that you will 
co-operate with me in the above request. 

Fraternally, 
H. B. RIicHMOND, 


Secretary. 
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APPLICATION BLANK : 

Cut on dotted line and mail to - 

1 

H. B. RICHMOND, Secretary fa 

A. K. Brauer & Co. Building, 345 South Spring St. he 

LOS ANGELES, CALIF. | 

£ 

CO-OPERATION : 

tc 

Ce ee a ae TE a e 

. 

’ ’ ° ? di 
Retail Credit Men’s National Association 0 
: al 

Enclosed find Three Dollars in payment of one year's dues in your 4 
organization. It is understood that $1.50 of this amount is for one lk 





year's subscription to the CREDIT WORLD. ' 
If this application is accepted, I agree to do what I| can to bring 
about the objects of the Association as stated in the By-Laws. 


ALTVAOT 


Name 





GOOD FELLOWSHIP 


City and State............ 





Recommended by 














Pa 


Member Board of Council 
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ALTVAOT 
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LOST—A BOY 

Not kidnaped by bandits and hidden in a 
cave to weep and starve and rouse a nation to 
frenzied searching. Were that the case, one 
hundred thousand men would rise to the rescue 
if need be. 

Unfortunately the losing of the lad is with- 
out any dramatic excitement, though very sad 
and very real. 

The fact is, his father lost him! Being too 
busy to sit with him at the fireside and answer 
his trivial questions during the years when 
fathers are the only great heroes of the boys, 
he let go his hold upon him. 

Yes, his mother lost him! Being much en- 
grossed in her teas, dinners and club programs, 
she let the maid hear the boy say his prayers, 
and thus her grip slipped and the boy was lost 
to his home. 

Aye, the church lost him! Being so much 
occupied with sermons for the wise and elderly 
who pay the bills, and having good care for 
dignity, the minister and elder were unmindful 
of the human feelings of the boy in the pew, 
and made no provision in sermon or song or 
manly sport for his boyishness, and so the 
church and many sad-hearted parents are now 
looking earnestly for the lost boy—Office Ap- 
pliances, March, 1915. 


A NEW WAY TO HIM 


Mrs. Jones went shopping one afternoon, 
accompanied by her husband, and as they 
emerged from a store after a busy seance 
hubby noticed that mother wasn’t acting nat- 
urally. Beneath a spotted veil her face was 
undergoing a series of fearful contortions, 
twisting first to the right and then to the left. 

“What’s the matter, Mary?” asked the old 
man in alarm. “Are you ill?” 

“Of course not, silly,” answered wifey, as 
the contortions continued. “I never felt bet- 
ter in my life.” 

“Then what in the world are you doing 
with your face?” wonderingly demanded 
father. 

“What am I doing?” answered mother, ex- 
posing both hands, which were full of bundles. 
“Why, I’m trying to get my veil down over 
my chin.” 





August 18-19-20 
Yes, “Sir,” These Are 
the Dates of Our 
National Convention 
at Duluth 








H. B. RICHMOND 


A. K. BRAUER BUILDING 
345-7 S. Sprinc STREET 


Credit Men’s National Association. 


Los Angeles, Cal 191... 


Editor and Publisher of the CREDIT WORLD, official organ of the Retail 


You are hereby authorized to insert advertising 


in the CREDIT WORLD, for which the undersigned agrees to pay the sum of 








copy to my address. 
Table of by ee | Rates Up 


H. RICHMOND 
Pubilsher, 345 S. Spring St. — ----=-- 


oe oe page, upon proof of publication of same, and delivery of one 


ee iiineiiscisiiiseiisiniii ) Dollars, 





to July 1, 
Full Page, (1) Issue....... $25.00 
ly Contract ......... ee 
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early Contract ......... 0.00 
Quarter Page (1) Issue.. 6.50 
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These Rates positively expire 
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A MAJORITY 


“Tt ain’t no use,” said Bill one day, 
“Things that are ’ll have to stay. 

When speakin’ of luck, I’m always late”— 
And he spat on the floor and cussed his fate. 


“Folks say that Trouble’s my middle name; 
Wherever I go it’s always the same. 

I’ve lost my grip an’ am slipping fast: 

This year’s bad, just like the last.” 


“Something’s wrong with the world, I say, 
When poor people suffer and rich men play. 
What’s the use when the die’s been cast? 
I’m tied by heredity hard and fast. 


“The folks that win were born that way; 
Why, say, I couldn’t sell a load of hay. 
When it comes to business I’m not there, 
But of all hard luck I get my share.” 


Just then along came a little lass 

Who happened that way from school to pass. 
“Why, Bill,” she said, “Why look so sad? 
God is good and the world ain’t bad.” 


“My mamma sez it’ll all come right 

If we just believe with all our might. 
It ain’t no use to worry and fret, 

For what we think—that’s what we get. 


“And pa, he sez that Fear’s a pest 
That keeps us from doing our very best. 
You don’t have to die to get to heaven— 
I’m there now, and I’m only seven.” 


Old Bill’s coat sleeve brushed off a tear 
And then and there he lost his fear. 

He sez, “I’ve always been in the minority, 
But God and me’s a majority.” 


—S. De Witt Clough in Modern Methods. 








The Greatest Food 


Drink Known 


to Science 
DELICIOUS 


FER MIL Lae 


CULTURED 
MILK 





Just the thing for the busy 
Credit man—a ‘‘lunch’’ 
between meals, that 
will help soothe 
the nerves. 


Try tt. 




















OH, HAPPY DAY 


A bachelor of considerable wealth was much 
sought after by many of the most charming 
young women of the town. A very pretty 
maiden was sure she had brought him almost 
to the point of a proposal. 

“What was the happiest moment of your 
life?” she asked, while they were taking a 
stroll one evening. 

“The happiest moment of my life,” answered 
the bachelor, with a reminiscent smile, “was 
when the jeweler took back an engagement 
ring and gave me some cuff links in exchange.” 














To Credit Men in Laundry Business 
It will be to your credit to buy your 


Soap and Supplies 


Srom 


WM. WALTKE & CO., ST. LOUIS, MO. 
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NAUMBURG: 


CLOTHES vor MEN 





Made in New York by 
M. & W. Naumburg & Co. 
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Model 38 A 
When dressed in 


Hirsa - Wicxwire - Co's 


Clothes 


You feel your superiority 
without thinking about it 


Dealers in all cities 


|e 


MOHAWK 


MADE WITH PATENTED 
SLIP-OVER BUTTONHOLE 
TIE SLIDES EASILY- 


XS 70N (coifars 
IN AMERICA 


OLDEST BRAND 
AINITED SHIRT & COLLAR CO.,.TROY.N.Y, 


\ atateteataieaaeiae 
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A man’s mail will reach him where no mortal can 


Ross-Gould 


414H N. 9th Street 
St. Louis 


Mailing Lists 
99% Guaranteed 


covering all class of business, professions, 
trades or individuals. Send for our complete 
catalog showing national count on 7000 classi- 
fications. Also special prices on fac-simile let- 
ters and addressing. 
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Commercial 


Envelopes osc 


Catalog 
Coins 


[f it’s an Envelope  prugs 
me make it Pays 


Penny Saver 
Ask us for samples and prices before 
placing your next order Self- Addressed 


or Window 
Samuel Cupples Tag Envelopes 


Envelope Company aera ae 
St. Louis 


Chicago Largest manufacturers of printed envelopes 
New York in the world 




















T h e Safe- & ab 1 net 5 L. FRANK» DT ieee 
oe S/ 


BUSINESS 


I 


IS TO INCREASE YOUR 


BUSINESS 


FAC-SIMILE LETTERS 
ADVERTISING COPY 
LITHOGRAPHING 
PRINTING 


When you need a new safe for the pro- 
tection of your valuables, in your place of 
business or in your home, investigate the 
official records of THE SAFE-CABINET 
(S-CIENTEST Model). This safe is 
made in sizes and styles to meet every 
possible requirement and it affords a high 
degree of known security. 


(800008 ==" RR RR 


L. S. FRANK Abv.MFc. © 
791 Locust Street, ST. LOVIS, MO. 
KNowN From Coast to Coast 


oz a a a |) | 


St. Louis Agents 


WOODWARD TIERNAN PRINTING 
COMPANY 


409 No. 3rd St., St. Louis 


Ss) 2). 


(A) 























In WRITING TO THE ADVERTISERS MENTION THE CREDIT WoRLD 




















High Grade Coal 
Makes Good 


Accounts 


and be convinced 


LivingstonCoal NokomisCoal 


Give Satisfaction 


When a cheaper Domestic; first-class Steam or 
Brick Burning Coal is desired 








Rutledge & Taylor Coal Company 


Chicago, Davenport, Fort Dodge, Omaha, St. Louis 
































What would it 
mean to you— 


If you could find instantly in your ledgers the 
desired credit information regarding any one of 
your customers—without wasting time in thumbing 
sheets or paging a separate index book? 
If posting could be accomplished in from 10 to 60% 
less time? 
If each of your accounts had,an individual identifying number, making it practically impossible 
to mispost an entry or misfile a ledger sheet? 


Wouldn’t it mean— 


A saving of hundreds, perhaps thousands of dollars each year in accounting expenses? Quicker 
and better service to your credit customers? Greater efficiency and economy in the Credit 
Department? 


All these things are possible with the Kalamazoo Auto-Step Index. It’s absolutely the fastest 
and most simple and efficient index ever devised. It can be applied to any business. 


It will pay you to get our booklet, “The Auto-Step Index.” Write for it today. 


jk@lamazoo Kalamazoo Loose Leaf Binder Co. 


Executive Offices, Kalmazoo, Mich. 





























All models of the 
The Hand Hew d 


Alddressogfaph  addressograph 


Teack MARA 


Print Thru a Ribbon 


All models of the Hand Addressograph $37.50 
Print Thru a Ribbon $45.00 


Here is a perfect addressing system within every- 
one’s reach. It addresses anything and everything, 
and makes as perfect “‘fill-ins’’ on form letters as is 
possible by any mechanical method. 


The Hand Addressograph prints addresses from in- 
destructible metal plates thru a ribbon, thereby giving 
the highest quality of typewritten addresses. 

Name and address printed on proof card of card in- 
dex plate can be read at printing point before impres- 
sion is printed. This proves valuable when heading up 
and dating statements. Operator can eliminate print- 
ing of any name desired. 


Addressogfaph Co. 


Fullerton Bldg., St. Louis, Mo. 























